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LIMITED AGENCIES 
AT PHILADELPHIA 


Undismayed With Their Lack of Suc 
cess Thus Far Local Men 
Continue Agitation 


FEEL CONFIDENT OF VICTORY 


Primary Cause of Failure Held to be 
Lack of Company Co- 
operation 


Not a whit daunted by their failure 
to secure an amendment to the agree- 
ment of the Philadelphia Fire Under- 
writers’ Association local men of the 
Quaker City, favoring the movement, 
continue their agitation, and express 
the utmost confidence in their ability 
to eventually accomplish what they 
seek. 

The creation of underwriters agen- 
cies, the great majority of which have 
representation at Philadelphia has in- 
creased competition to such a point 
that many local agencies are finding it 
difficult to satisfy their companies, 
whose demands for business is appar- 
ently insatiable. 

The sentiment in favor of restricted 
company representation assumed tan- 
gible form last July, when the Phila- 
delphia Association appointed a special 
committee to deal with the subject. 
The committee prepared an amendment 
to the agreement and solicited signa- 
tures; these were not had in sufficient 
number to insure the adoption of the 
proposed amendment at the annual 
meeting of the Association on Novem- 
ber 11, but the retiring executive com- 
mitteemen were continued as a spe- 
cial committee to still further canvass 
the companies. 

For a time enthusiasm in the pro 
ject seemed to wane, but of late there 
have been evidences of renewed energy, 
though whether this has been induced 
by the conviction of the committeemen 
of from outside pressure does not ap- 
pear, nor is it important. 

Those conversant with the inner 
workings of the movement maintain 
that its failure thus far has been due 
to the ignoring of company men by 
the local agents. While the Phiadel- 
phia Association is a company body, 
and to insure the success of any agency 
restriction plan, company support is 
essential, the local men initiated and 
prosecuted their campaign without 
consulting the managing underwriters, 
a fact that the latter quietly resent, 
and have expressed their disapproval 
by withholding their support. 

A second important factor making 
a reduced agency representation de- 
sirable is the increased carrying ca- 
pacity of practically all companies. 
This largely cuts off exchange busi- 
ness and militates very seriously 
against such agencies as are without 
direct lines or have valuable brokerage 
following. 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 

: them; agents and brokers : : 























North British Entered —— States 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 




















Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of America 


Home Office: 68 WILLIAM STREET, NEW YORK 











IS IT ADVISABLE TO 
F PUSH TERM INSURANCE 


Attitude of Officials of Some Represen- 
tative Companies Regarding 
Such a Campaign 


MUCH OPPOSITION IS DEVELOPED 


Agents Themselves Are Divided on 
Question—What the Company 
Men Say 

At a recent meeting of one of the 
largest and most intelligent of the gen- 
eral agency associations in this coun- 
try a discussion of term insurance de- 
veloped that the leading agents of the 
country are divided as to the advis- 
ability of pushing this form of protec- 
tion at the present time. One faction 
believed that the public will buy term 
insurance during a period of financial 
stringency, when other forms of insur- 
ance will not appeal. Another faction 
thought that term insurance is nothing 
but a makeshift and should not be sold 
except under unusual circumstances, i. 
e., when no other ipsurance will prove 
attractive. 

The Eastern Underwriter has asked 
a@ number of companies to give their 
opinion as to the value of making a 
drive for term insurance at this time, 
and answers are printed herewith: 


Should Not Be Encouraged Says Dexter 


George T. Dexter, second vice-presi- 
dent of the Mutual Life of New York: 

“My views in respect of term insur- 
ance are pretty well settled. This Com- 
pany does not favor the writing of 
term business, although we do write it 
under proper limitations. I do not 
think it would be advisable to en- 
courage especially the writing of term 
insurance in these times, or at any 
other time. The objections to term in- 
surance are so well known that I need 
not recite them. We do not write a 
large term business, and we have 
succeeded in reducing the relative 
proportion of term insurance materially 
during the last few years.” 


Against Term Insurance, Says Buckner 


Thomas A. Buckner, vice-president 
of the New York Life: “The New 
York Life does not regard term insur- 
ance as the proper plan of insurance 
for the protection of a man’s wife and 
children. There may be _ situations 
where, for a_ specific purpose and 
limited period of time, a man needs 
additional or surplus insurance to pro- 
tect an estate or family against death. 
For example: A man carrying all the 
regular insurance he feels he can afford 
to carry has acquired a home upon 
which there is a mortgage and which 
mortgage he is paying off in a limited 
number of instalments. By taking a 
term policy running the length of the 
mortgage, he makes provision for the 
liquidation of the mortgage in event of 
his death without causing the loss to fall 
upon the family. Frequently business 
transactions can be covered by term 
insurance but broadly speaking, term 
irsurance is only for special transac- 
tions and should not be regarded as in- 
surance for permanent protection of 
estates, widows and orphans. 

“Term insurance is uniformly unsat- 
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isfactory to men who live out their ex- 
pectation of life. A 20 year term 
policy is just the reverse from a twenty- 
year endowment policy on the life of 
the average man as to the benefits and 
satisfaction conferred upon both the in- 
sured and his family. The term policy 
is most pleasing at the start but the 
dissatisfaction with it begins and 
grows annually until when the term ex- 
pires, if he survives, the insured feels 
chagrin and disappointment at his lack 
of judgment in its selection. On the 
other hand, the endowment policy, to 
the average man, is least pleasing at 
the start because of its higher premium 
but annually grows in favor, vringing 
more joy and comfort as the years roll 
on. I have never known a man to be 
dissatisfied with an endowment policy 
when the time grew near for its 
maturity. Between these two plans of 
insurance lie the Whole-Life and 
Limited-Payment Life policies—which 
perhaps fill the needs and wants of the 
average man better than either of the 
other two plans. 

“Term insurance can never be made 
popular, in my opinion, and it can never 
meet the necessities of life insurance 
except in special cases.” 


Not Permanent Form of Insurance 


Walton L. Crocker, John Hancock 
Mutual Life, Boston: 

“I am aware that there are some 
agents who fee] that under the present 
circumstances a Term Insurance cam- 
paign will be productive of results, and 
so it possibly would from the stand- 
point of an agency record of produced 
business. 

“I can see nothing in such a program, 
to appeal to the conservitive manager 
of a life insurance company. If we de- 
vote ourselves to urging upon the pub- 
lic our Term Insurance forms, we are 
merely educating them to a low rate, 
which very often absolutely precludes 
the later consideration of a more per- 
manent form carrying a higher rate. 

“Our own experience is not such as 
would. incline us to the Term insurance 


idea. I do not know the experience 
of other companies, but it cannot be 
that any considerable percentage of 


Term business written is converted to 
permanent forms. Therefore, we are 
to this extent supplying the people with 
a form of protection which while good 
so long as it lasts, is sure to prove a 
source of disappointment in the end. 

“Our belief is that the only service 
that Term insurance can do is to sup- 
ply a confesscdly temporary need. It 
should not be used or sold for the pro- 
tection of the home.” 


Every Policy Should Fit Policyholder’s 
Needs 


Allan Waters, superintendent of 
agents of the Union Central Life, of 
Cincinnati: . 

“If we did not believe in term in- 
surance we would not issue it. ‘Let 
the punishment fit the crime;’ and so 
I would say, let every policy fit the 
policyholder’s needs and requirements. 

“A very small percentage of our busi- 
ness is issued upon the term plan, and 
I believe that where our agents submit 
applications for term. insurance, it is 
the plan best suited to the needs of 
the prospective policyholder at the 
present time.” 


Depends Upon the Agent 


Virgil M. Kime, actuary 
Central Life, Indianapolis: 

“Any reply we might make to your 
letter concerning Term Insurance under 
present conditions would be more or 
less academic, since this Company has 
never encouraged Term Insurance, and 
the proportion of Term Insurance is- 
sued is very small. It occurs to us that 
the expediency of any agent’s solicit- 
ing Term Insurance under present con- 
ditions depends entirely upon the agent. 
Our. experience has been ihat Term 
Insurance does not of its own accord 
convert itself to higher priced forms; 
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the active work of an agent is neces- 
sary. If, therefore, under present con- 
ditions, an agent can sell insurance to 
persons having in good faith the in- 
tent to convert later, and if he is in 
position to follow up the business con- 
sistently, good results could possibly 
be obtained.” 


Presents Both Sides of Case 


S. R. McBurney, Superintendent of 
Agencies, Travelers Insurance Com- 
pany, Hartford: 

“I am not aware of uny unusual rea- 
sons existing at this time or growing 
out of present conditions, which make 
it advisable to ‘push’ Term Insurance. 
At all times there are certain cases 
where insurance on the Term plan may 
be more suitable for the purpose of the 
insured. 

“Term Insurance serves a_ useful 
purpose in that it enables one to pro- 
vide, at an extremely low cost, protec- 
tion of a temporary nature for fixed 
obligations or responsibilities liable to 
be affected by the unexpected death 
of the insured. Its limitation to a cer- 
tain period of years makes it unat- 
tractive to those whose obligations or 
responsibilities are not limited to the 
term of years covered by the policy 
contract. This plan of life insurance 
must, therefore, be considered in the 
same way as fire insurance—as a year- 
to-year contract, to be renewed or ex- 
tended according to the requirements 
as well as the insurability of the risk. 

“The low premium naturally appeals 
to the buyer of insurance, and the net 
cost in case of death within the period 
of the contract is, of course, less than 
it would be under any other form. But, 
because of the many contingencies and 
uncertainties of life, an Ordinary Life 
or Limited Payment Life contract is 
safer, for the reason that the insur- 
ance coverage continues throughout 
life, and in the event that one’s need 
for insurance ceases, the contract may 
be surrendered for its cash value, which 
will reduce the cost of the insurance 
fer the period covered to an amount 
nearly, if not quite as low as the term 
rate. 

“As a temporary protection, to cover 
a fixed obligation for a definite limited 
period, Term Insurance is not an un- 
desirable plan. But under ordinary 
and usual circumstances the insured’s 
interests will be best served by a con- 
tract on the Ordinary Life or Limited 
Payment Life or Endowment plan.” 





AGAINST HIS WILL 





It’s Good Policy to Induce a Man to In- 
sure Even if Re- 
luctant 





“Is it good policy to insure a man’s 
life against his will?” 

If a man tells you he can’t take a 
policy without paying you money that 
he ought, for instance, to pay on a 
home, you dig right in and show him 
that he may get killed or become 
fatally sick any day, in which case the 
policy will pay all he owes on his home, 
whereas if he does not take the life 
insurance his family may lose the home, 
Says the International Lifeman. The 
point is that he simply cannot afford to 
take the risk of failing to cinch the 
— for his family by not insuring his 
ife. 

Show him how he can get the money 
to meet the payments on his home. In 
an inoffensive and very careful way 
make his problem of doing so your 
problem. 

Yes, it is good policy to convince a 
man against his will to do himself and 
family the very large substantial favor 
of insuring his life. But be sure that 
you do convince him, or you’ve got an 
early quitter on your books. 





New York city led among Travelers 
branch offices for new paid-for life in- 
"7 from January 1 to December 
, 1914, 





CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 








re INSURANCE COMPANY 


BOSTON MASSACHUSETTS 
220 BROADWAY 
PHONE 6030-6031 CORTLAND 


ON COMPTON 


CALL ON COMPTON 
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The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 


TWELVE MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 








Good Territory and Remunerative Contracts for Men Who Can 
‘Do Things ”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 











GREAT SOUTHERN 


Life Insurance Company 
HOUSTON, TEXAS 
J. 3. RICE, President J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 
(paid-for basis) 


© AMARILLD 


DENISON, 
THE DALLAS. TEXARKANA® 
BIG FI.woaTn ? 

E 


TEXAS GREAT 


AUSTIN® 
SAM ANTONIO 
*DEL RIO 





GROSS ASSETS 





Dec. 31, 1910 oarbioe My 
Dec. 31, 1911 1,128,912.85 10,057,028. 

Dec. 31, 1912 1,306,689.41 14,859,856.00 
Dec. 31, 1913 1,500,835.10 23,650,512.00 


Sept. 30, 1914 1,815,302.46 30,630,355.00 


FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 














Royal Life Insurance Company 


ALFRED CLOVER, President 


Industrial and Ordinary Policies 





Special confidential contracts for Superintendents, Assistant 
Superintendents and Agents in Indiana, Illinois, 
Iowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 


Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 
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PENN MUTUAL ANNOUNCEMENT 


IMPORTANT CHANGES ARE MADE 








New Ordinary Life With 6 Per Cent. 
Interest on Loans—Deferred 
Loan Right 


The Penn Mutual Life on January 1 
will issue a new ordinary life policy 
which among other things will con- 
tain two important changes. 

1. Interest on loans to be six per 


cent. 
2. The right to defer loans for a 


period of sixty days. 

Other changes are in part as follows: 

Changing marginal titles on first page and 
printing the kind of policy at foot of page 
instead of in the margin. 

Section 1, page 2, transferring the last para- 
graph which refers to the deduction of half- 
yearly and quarterly premiums outstanding in 
event of death, to Section XI death claims, 
and adding a new paragraph to provide that 
upon request premiums may be paid annually, 
comi-snnuaty or questo? \ } , 

Section IfI—Incontestibility; includin in 
this Section the Sections previously numbered 
IV and V as to statements and error in age. 

Taking out of first page paragraph relating 
to change of beneficiary and introducing a new 
Section No. IV, which will not necessitate the 
endorsement of nome of beneficiary. This 
change, it is believed, will eliminate a large 
number of papers which are essential upon 
our present form where the insured desires to 
make a loan without obtaining the signature 
of the beneficiary. a ae 

Section IX, under the Table, clarifying the 
language as to the term of the extended insur- 
ance im event of there being indebtedness out- 
standing. : ; 

Section XI—Death claim; makin 
for delivery of the policy to the 
time of death. i 

Section XII—Instalment Tables; providing 
that “net proceeds” may be applied. 

Section XIV—Assignment; changing the 
wording in order to meet the objection of one 
of the insurance departments regarding the 
present wording which permits the Company 
to require proof of interest where the polcy 
is assigned. 

The Company made these changes 
only after the usually careful consid- 
eration which marks all of its opera- 
tions and innovations. The question 
of revision was entrusted to a Com- 
mittee of Five, whose reports were 
discussed at meetings of all of the 
officers, and were later submitted and 
approved by the Committee on Policies 
and Premiums. General agents also 
were consulted, heads of insurance de- 
partments and others. 

L. K. Passmore, vice-president of the 
Penn Mutual, makes the following 
statement regarding the changes: 


The six per cent. rate has been in effect in 
practically all the better class of companies 
for months extending into years; and, however 
satisfactory a lower rate may be to a bor- 
rower, it 1s yet apparent to this management 
that our Company could not long continue this 
discrimination against itself without adversely 
affecting the comparative returns to members 
in the way of dividends of surplus. Beyond 
this, it has been strongly urged by many of 
our general agents that in times of financial 
stress policyholders would preferentially bor- 
row from us, thus measurably iminishing 
~~ insurance and increasing the probability 
of lapse. 

To secure to the Company the right to defer 
loans is regarded as a measure of the highest 
prudence. Many companies have heretofore 
so stipulated. everal highly reputable insti- 
tutions have insisted upon ninety days’ de- 
lay—a few of these prescribe six months. The 
Insurance Commissioners of the United States 
in recent session discussed the matter fully, 


provision 
ompany at 


with the result that many legislatures will be 
officially asked to require companies to insert 
in all policies a clause which will permit of 
from two or six months’ delay in makin 
loans not intended to apply to the payment o 
premiums. While it seems improbable that 
any conditions can arise in this country which 
may compel our Company to delay applica- 
tions for loans on policies, yet in deference 
to a well-defined, conservative tendency, it- 
self the outgrowth of an unprecedented and 
wholly unexpected financial status incident to 
the war, we are of opinion that this additional 
safeguard is demanded and should not be 
withheld. During the current stringency, from 
August 1st to date, our new loans to policy- 
holders have amounted to $3,118,580, while in 
the panic of 1907 they were $2,771,790. These 
at all times have been made without a particle 
of delay and it is our aim to follow this prec- 
edent; but it is quite conceivable that in 
volume they might reach an amount which 
would require to meet them a sale of securi- 
ties or a disturbance of other investments 
that would involve some loss which the sixty 
days’ delay will prevent. 

With respect to a modification of our dis- 
ability clause so as to provide for payment in 
instalments, as recommended for consideration 
by the Penn Mutual Agency Association at its 
last meeting, it is proper to say that, assum- 
ing entire unanimity in our official family as 
to the wisdom of such a course, time has not 
sufficed to gather the data and construct pre- 
inium rates commensurate with this increased 
liability. Beyond this necessary delay it has 
een thought desirable to have at least one 
full year’s experience as to the operation of 
the present clause, 

A careful review of the new policy carries 
with it the confident belief that in the aggre- 
gate of all its features it is unsurpassed. We 
are convinced that our appeal to the insuring 
public has been strengthened by the modifica- 
tions and improvements introduced, without in 
any degree making any concessions to _ prog- 
ressive ideas for which there us not substan- 
cial reason and adequate compensation. To 
the extent that this has been done the ardu- 
sus work of our representatives is facilitated, 
and with this goes the reasonable expectation 
that the volume of new business will be ma- 
terially increased. We are sanguine of greater 
achievement; we are conscious of meriting it; 
we are aware, as well, of the ability of our 
agents and their disposition to co-operate 
vigorously with a management that has no 








ideals beyond the best possible service for its 
members, present and future; conscious that 
with such a purpose supported by our record 
we shall accomplish greater results from year 
io year! 





$640,955 IN BONDS 


Kansas City Life Makes Largest Single 
Ceposit with Missouri Insurance 
Department 


A financial transaction of consider- 
able magnitude took place in the bank- 
ing room of the Fidelity Trust Company 
when Col. Fred W. Fleming, vice-presi- 
dent of the Kansas City Life Insurance 
Company, delivered to E. F. Nelson, 
chief deputy commissioner of the State 
Insurance Department, $640,955 in high 
grade mortgage bonds, and _ school 
bonds. This addition to the Company’s 
guaranty fund held by the State of 
Missouri for the security of Kansas 
City Life policyholders makes it more 
than $3,500,000. It was the largest 
single deposit in the history of the 
Missouri insurance department, cover- 
ing a period of forty-six years. F. P. 
Neal, chairman of the Southwest Na- 
tional Bank of Commerce; William Hut- 
tig, president National Reserve Bank, 
and G. M. Smith, president Common- 
wealth National Bank, were present as 
a committee from the board of direc- 
tors of the Company. 

Commissioner Nelson said: “The 
rapid and substantial growth of the 


J. J. HOEY'S PART-TIME IDEAS 


PUBLISH LIST OF AGENTS 
Deputy Superintendent Tells New York 
Underwriters That Department 


Can’t Refuse These Licenses 





James J. Hoey, Deputy Superintend- 
ent of Insurance in New York State, 
told members of the Life Underwrit- 
ers’ Association of New York at their 
luncheon this week, that the best solu- 
tion he could recommend for abatement 
of the part-time evil would be the pub- 
lication of a list of the life insurance 
agents of the State; and also, the en- 
actment of an amendment permitting 
the department to revoke for cause a 
life insurance agent’s license. At the 
present time the only power the de- 
partment has in this respect is to re- 
fuse to renew a license. 

Mr. Hoey made this talk after the 
association had presented some resolu- 
tions for adoption which provided 
against the department’s licensing 
part-time agents, and also suggested 
an investigation by the association’s 
executive committee of agents and 
agency certificates in order to weed out 
those who should not have licenses. 
One Out of Every Three Agents Quit 

William F. Atkinson, general agent 
of the Northwestern Mutual Life in 
Brooklyn, had crystalized the sentiment 
against part-time men, by saying that 
in Brooklyn alone there were 4,351 
certificates given to life insurance 
agents for a year; that in New York 
State 26,780 licenses were issued for 
eleven months of 1914; and that last 
year 8,973 licenses were not renewed. 
In other words, one out of every three 
men starting to sell insurance stop be- 
fore a year is over. 

Deputy Hoey declared that he was 
in sympathy with the agitation to keep 
men out of the life insurance field who 
were merely in it to grab a stray com- 
mission or two, their principal work 
being something else, but the New York 
department could not act in witholding 
licenses from part-time men because to 
do so would be illegal, a decision on 
the point having been made in the case 
of brokers by a high court in the State. 

He thought that if a list of life agents 
were published by the department— 
just as the brokers’ list is published— 
the companies and general agents 
could go over the list, investigate it 
and if they found that in their opinion 
a license should be canceled they could 
present the facts to the insurance de- 


Kansas City Life ought to be a source 
of pride and satisfaction to every citi- 
zen here. It means much to the future 
commercial prosperity of the city and 
its continued progress will fortify the 
position of Kansas City as a western 
financial center. If your business men 
generally would give the Kansas City 
Company the same active support as 
the local bankers do you would have 
a great insurance organization here 
within the next few years.” 
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partment and let the latter act, if 
given permission so to do by law. 

On motion of T. R. Fell, of the Massa- 
chusetts ‘Mutual, it was finally decided 
to refer the question to a committee 
of ten, consisting of the executive 
committee and five other members, 
who will report at a later meeting. 

Objection to Publication Answered 

One of the members of the associa- 
tion said that companies and some 
general agents would fight the sugges- 
tion that a list of agents be published, 
but it is declared this opposition would 
be unnecessary because if any one 
wants to look at an agents’ list he 
can find it in every county clerk’s 
office in New York State at the pres- 
ent time. 

In starting the meeting, Lawrence 
Priddy, of the New York Life, read 
selections from the address on Credit 
and Insurance, delivered before the 
Life Presidents by A. Barton Hepburn, 
the banker. 


THAT PETROGRAD CONGRESS 





It is Called Off—Suggestion for Actu- 
arial Gatherings Every 
Five Years 





American actuaries have been under 
the impression that the International 
Actuarial Congress, scheduled for 
Petrograd in June next, had been called 
off. At the last meeting of the Insti- 
tute of Actuaries in London, President 
Ernest Woods discussed the subject 
as follows: 

“You will not be impatient, I trust, 
if I refer briefly to the Congress which 
was to have been held in St. Peters- 
burg, or as it is now called, Petrograd, 
in June next. No official intimation has 
yet been conveyed to us that the Con- 
gress will not meet, but I have heard 
unofficially that our Russian friends 
consider that it will be impossible in 
any circumstances for them to receive 
us, and you will agree with me that 
it would be unwise to hold it in any 
other country, even should Peace have 
been made. As on all previous oc- 
casions the number of papers by mem- 
bers of the Institute would probably 
have exceeded those of any other na- 
tion. The importance of the Congress, 
in the view of the Russian Government, 
was evidenced by the fact that six 
Ministers had accepted positions as of 
Honorary President, and doubtless the 
reception which would have been given 
to us would have been most gracious. 
We all trust that with the speedy re- 
turn of happier times, the Congress, 
though deferred, will meet with great 
success. 

“T should like to add, however, that it 
has for some time been the opinion of 
many of us that these Congresses are 
held too frequently, and at more than 
one meeting of the Permanent Com- 
mittee we English have suggested that 
the interval between them should be 
five years instead of three, but we have 
always been out-voted by our foreign 
colleagues.” 


























Success is Composed 


of about one per cent opportunity and ninety-nine 
per cent. work. Are you willing to work? 


FORREST F. DRYDEN, President 


WE WANT AGENTS 





THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


Home Office, NEWARK, N. J. 
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CHANCELLOR WALKER 
SIGNS PRU STOCK ORDER 


STATEMENT BY VICE-PRES. GORE 








Assets of Company Have Increased 
$40,000,000 in Last Year and 
Surplus $9,000,000 





Trenton, Dec. 22.—Mutualization of 
The Prudential Insurance Company 
was further advanced to-day when 


Chancellor Walker signed a final order 
authorizing the Company to purchase 
the 40,000 outstanding shares of its 
capital stock for $455 a share. 

In accordance with the act of 1913, 
providing for the mutualization of the 
Company, Chancellor Walker designat- 
ed Senator Austen Colgate as trustee 
for the policyholders. In the event of 
there being no appeal from the order 
- within thirty days, President Forrest 
F. Dryden will notify the stockholders 
of the action of the court, and also of 
the fact that the Company is prepared 
to purchase all stock at the rate of $455 
a share. 

As soon as any stock is delivered 
and purchased it will be turned over 
to Colonel Colgate, to be held in trust 
for the policyholders, but to be voted 
by the trustee only, as directed by the 
directors. ‘ 

When al] the outstanding stock has 
been purchased and transferred to the 
trustees, The Prudential will automati- 
cally become a mutual company, the 
control of whose affairs will be vested 
in the policyholders instead of the 
stockholders. 

The Company’s Surplus 

The final order of the chancellor was 
signed after John K. Gore, vice-presi- 
dent of the Company, had testified that 
after paying. $18,200,000 the Company 
would have remaining a surplus avail- 
able for conducting its business, 
amounting to from $15,800,000 to $22,- 
800,000, according to the basis upon 
which the surplus was estimated. 

The purpose of calling Mr. Gore was 
to establish the fact that the purchase 
of the stock could be made from the 
surplus of the Company without the 
impairment of the rights of stockhold- 
ers who might elect not to part with 
their holdings. 

An interesting feature in the testi- 
mony of Mr. Gore was a comparative 
statement showing the condition of The 
Prudential December 31, 1913, and its 
probable condition as of December 31, 
1914. This comparison indicated an 
approximate increase for the year of 
$40,000,000 in assets, $32,000,000 in lia- 
bilities and $9,900,000 in surplus. Mr. 
Gore was confident that his figures 
would prove substantially accurate 
when the trial balance is struck for 
the year. 

How Surplus is Divided 

Assets of The Prudential last Decem- 
ber, as testified to by Mr. Gore, were 
$323,167,248.90. The estimated assets 
at the close of the present year will be 
$363,000,000. Liabilities last December 
were $297,522,790.28. They are estimat- 
ed this year at $329,000,000. The sur- 
plus last year was $23,644,458. This 
year it is estimated at $32,000,000, 
which Mr. Gore believed was a con- 
servative prediction. 

Continuing his testimony, Mr. Gore 
pointed out that the surplus from par- 
ticipating policies, after retaining cer- 
tain amounts as a contingency surplus 
for the protection of the Company’s 
obligation has been apportioned be- 
between participating policies as a class 
and the stockholders of the Company, 
the amount apportioned to participating 
policies being set aside as a liability 
from which dividends to participating 
policyholders have been paid, and the 
amount apportioned to stockholders 
being held and added to the contingency 
surplus of the Company. 

The first apportionment was made 
February 10, 1908, of all surplus de- 
rived from participating policies up to 


and including the year 1907. Since that 
time similar apportionments of the 
surplus derived from participating poli- 
cies, year by year, have been made an- 
nually. 

Amounts Apportioned 


Mr. Gore showed that the approxi- 
mate total amount thus apportioned to 
participating policies up to the end of 
1914, will be $39,500,000. Interest earn- 
ings have been added to this fund and 
dividends on _ participating policies 
have been paid from the fund. Mr. Gore 
estimated that at the close of the year 
the approximate amount remaining in 
the fund will be $27,000,000. 


Mr. Gore showed that the total 
amount apportioned to stockholders 
from the earnings on participating 


policies, up to the close of the present 
year, is $4,900,000. Interest earnings 
have been added to this fund, from 
which a special dividend of $200,000 
was paid to stockholders last January. 
A similar amount will be paid next 
month, in accordance with the resolu- 
tion adopted by the board of directors 
last week. These two payments of 
$200,000 each, Mr. Gore said, were 
approximately the amount of the inter- 
est earnings for the years 1913 and 1914 
on the amount apportioned and placed 
to the credit of the stockholders. 

At the close of the present year Mr. 
Gore showed that the approximate 
amount of the fund apportioned to 
stockholders from the earnings on 
participating policies’ and held in the 
Company’s surplus will be $5,400,000. 
The amounts retained from the appor- 
tionments referred to by Mr. Gore from 
the years 1907 to 1914, inclusive, and 
held as a contingency surplus for the 
protection of the Company’s obliga- 
tions, will be approximately $20,300,- 
100 at the end of 1914. 

Mr. Gore explained that of approxi- 
mately $6,300,000 of the Company’s 
surplus at the end of this year, de- 
rived from non-participating policies, 
$5,700,000 will have been derived from 
industrial non-participating policies 
issued prior to the year of 1897, and the 
remainder, or $600,000, will have been 
derived from ordinary non-participat- 
ing business. 

When asked by Richard V. Lindabury 
to summarize his estimate, Mr. Gore 


‘stated that the surplus remaining, with 


all the capital stock retired at $455 a 
share, would be $15,800,000, or about 
five and one-third per cent. of the 
available reserve. This would leave a 
surplus available for conducting the 
business higher than that carried by 
ten or twelve of the largest companies 
in the country. 





Agency Supervisor Wanted 








A leading General Agency, pro 
ducing several million dollars in 
business per annum, representing 
for fifty years past a well known 
Connecticut company in New 
York, Vermont, Massachusetts 
and New Hampshire, requires 
the services of an alert, ambitious 
young man to act in the ahove 
capacity, working with a present 
successful agency force and espe- 
cially to secure new agents, train- 
ing them to close business. 


A bright future for the right 
man. Only a man with clean 
habits and good record need apply. 


Address. “‘Agency Supervisor,” 
care of The Eastern Underwriter. 


WHAT A LOAN MEANS 





Bankers Life, Of Lincoln, Sends Out 
Effective Circular to Its 
Policyholders 





Policyholders of the Bankers Life, of 
Lincoln, Neb., have received from the 
Company the following effective letter 
about policy loans: 

A loan on an insurance policy should 
be secured only as a last resort to 
keep the policy and its protection in 
force. A policy of insurance should 
no more be used as a basis for bor- 
rowing than the furniture in the home. 
In the most direct way, it is associated 
with the life of the home: a measure 
of direct protection, present and future. 

How many realize when asking for 


a loan on their policy from whom’ 


they are borrowing? From the insur- 
ance company which wrote the policy? 
Indirectly, yes; directly, no. When 
one borrows on his policy he borrows 
from his wife who is the beneficiary 
of the policy, or his children for whose 
protection it is written. The insurance 
company advances the loan, it is true, 
but the advance is charged against the 
policy. So long as the loan is car- 
ried, it is the beneficiary who is be- 
hind it and, if not repaid (at the ma- 
turity of the policy), it is taken from 
that which his wife or beneficiary 
would otherwise receive. It is prob- 
able that very few men would take 
their policy and borrow money direct 
from their wife or children upon it. 
But they are doing it, just as certain- 
ly when borrowing from the company 
itself. Isn’t this worth thinking about? 
Ought not all other resources for se- 
curing a loan be exhausted before bor- 
rowing from those for whom your poli- 
cy be issued and’ maintained to protect? 


The record of those securing loans 
on insurance policies is one which 
ought to be seriously considered before 
taking the first step in this direction. 
In an overwhelming majority of cases, 
securing money on a policy means an 
abandonment of the policy. It is not 
only a case of borrowing from one’s 
own family, but it is taking a step that 
in over 80 per cent. of the cases, re- 
sults in the loan on the policy not 
being paid by the insured, but by the 
wife or children when the policy be- 
comes a claim. Negotiate a loan on 
a policy only as a last resort to keep 
the policy and its protection alive 
when all other resources for the pay- 
ment of premiums fail, then repay the 
loans first of all considerations. If this 
rule is followed, the cases will be 
rare indeed when one really needs be 
forced to borrow from his wife and 
children. 

The Bankers Life is talking this 
over with you, not because it is un- 
willing to make loans as provided in 
its policies, or because it is not a 
profitable feature for the company to 
make these loans, but, for the reason 
that it is inherent with this company 
to give its policyholders the largest 
measure of profit. It is also to dis- 
eourage the very imminent danger of 
policies lapsing, when once borrowing 
is commenced, that this is written and 
it is hoped, that when a policyholder 
realizes from whom he is borrowing— 
that when he borrows from the com- 
pany he is borrowing directly from 
his own beneficiaries—that he will not 
negotiate a loan from his wife and 
family unless absolutely forced to do so. 





Wellington R. Slocum has been made 
cashier of the Travelers Insurance 
Company. 





both delivered and written. 
— are working, not talking war. 


Home Office. 


No Grumbling Here! 


Thus far our new business for 1914 exceeds that of the same period in 191 3, 
Our representatives are prosperous, not grumbling 
They have modern policies, low net cost, 
effective literature, a first-class agency magazine, and happy relations with the 


Occasionally we have a general agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 


Incorporated [85] 











Warm Personal Interest 





The Fidelity 

















| Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


For particulars, address 





That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President 


PHILADELPHIA, PA. 












C. H. JACKSON, Supt. of Agencies 
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THAT $1,000 POLICY HABIT COLUMBUS MUTUAL DIVIDENDS 





EASY TO WRITE BIGGER POLICIES 





R. W. Stevens Says Agents Will Not 
Offend Prospects by Over-Esti- 
mating Financial Ability 





Many agents send in applications for 
$1,000 policies when with little effort 
they could write larger policies. During 
the first seventeen days of this month 
Illinois agents sent in 185 applications 
for $1,000 policies, which leads R. W. 
Stevens, vice-president of the Illinois 
Life to make these observations: 


Same Selling Ability Required 


“When you stop to consider that it 
requires just as much work and just as 
much selling ability on the part of the 
agent to secure an application for $1,- 
000 as it does to secure an application 
of from two to ten times that amount, 
and when you further remember that 
the cost of medical examination, in- 
spection and the actual work and ex- 
pense of issuing and handling the policy 
at the home office is just the same in 
the case of a $1,000 policy as it is for 
one of a larger amount you gain some 
idea as to the tremendous waste of 
ability, energy, time and money which 
those agents who confine themselves 
to $1,000 policies inflict both upon 
themselves and upon the Company. 

“All of us are prone to do the thing 
we have to do in the easiest way, and 
it is, of course, much easier to qtote 
premiums and values on policies for 
$1,000 than on policies for larger 
amounts because the figures are al] in 
the rate-book and no mental or 
physical effort is required to quote 
them. 

“We often think that a considerable 
increase in our business could be made 
if the Company’s rate-book were issued 
on a $2,000 policy basis, thereby prac- 
tically compelling those agents who 
prefer to do their work in the easiest 
way to talk nothing less than $2,000 if 
they would save themselves the mental 
and physical labor of making a division 
of the premiums and values. 

Agents’ Commission Like Doctor’s Fee 

“The commission which you receive 
for the placing of a life insurance 
policy is remuneration for valuable and 
expert service rendered and may 
quite properly be compared with the fee 
of the doctor or lawyer, and most cer- 
tainly neither of the professional men 
mentioned limits himself to the very 
minimum fee in all cases, though the 
average $1,000 policy writer does so 
limit himself without regard to the 
ability to pay premiums of the pros- 
pects whom he canvasses. 

“It almost never happers that a pros- 
pect indicates a desire to purchase a 
larger amount of insurance than is sug- 
gested to him by the agent, for which 
reason those agents who take $1,000 of 
insurance as the basis of their canvass 
write only $1,000 policies, and if, as 
seems to be the case, certain agents 
talk $1,000 policies simply because it is 
easier than to figure twos, threes and 
fives, such men will certainly find it to 
their advantage to add a cipher to the 
rates and values shown in the rate-book 
and present the policies with the idea 
that they are issued in multiples of 
$10,000 rather than $1,000.” 





YOUNG COMPANY’S SCALE GROWS 





Increase Shown for Each of Its Six Years 
—Does Business Largely 
With Farmers 





The increase in dividends of the 
Columbus Mutual Life, a Columbus 
(O.) company, two-thirds of the policy- 
holders of which are farmers, is at- 
tracting considerable attention in the 
central west. This increase which 
amounts to 20 per cent. is a remark- 
able showing in view of the fact that 
the Company is only six years old. The 
schedule for ordinary, 20 pay, 15 year 
or endowment and 10 year term for 
third, fifth and sixth years fol- 
lows. The second and fourth years 
were eliminated for lack of space: 


Ordinary Life 
Age Premium 3d yr. 5thyr. 6thyr. 
25 20.63 3.71 3.96 3.47 
30 23.35 4.35 4.68 10.37 
35 26.88 4.98 5.41 12.05 
40 31.55 5.51 6.05 13.15 
45 37.85 6.31 7.08 15.33 
50 46.49 7.61 8.54 18.77 
55 58.37 9.35 10.48 22.00 
60 74.88 11.45 12.74 20.95 
20 Payment Life 
25 29.17 3.65 4.14 5.10 
30 31.99 4.07 4.62 6.44 
35 35.50 4.62 5.26 8.46 
40 39.89 5.21 5.98 8.85 
45 45.58 5.97 6.90 10.45 
50 53.19 7.17 8.28 13.52 
55 63.62 8.82 10.09 17.08 
60 78.35 10.91 12.30 19.74 
15 Year Endowment 
25 6.09 7.47 8.86 19.01 
30 66.74 7.74 9.12 19.88 
35 67.66 8.00 9.39 20.35 
40 69.09 8.25 9.69 20.11 
45 71.43 8.57 10.11 19.90 
50 75.40 9.28 10.92 20.80 
55 81.90 10.40 12.09 22.58 
10 Year Term 
25 11.79 1.59 1.65 1.69 
30 12.51 1.61 1.66 1.69 
35 13.63 1.61 1.66 1.70 
40 15.54 1.78 1.88 1.93 
45 19.01 2.39 2.51 2.57 
50 25.32 3.64 3.80 3.87 
55 35.98 5.82 5.93 5.96 
60 53.39 10.53 10.71 10.74 





CLERKS WRITE $400,000 





Testimonial to President Day, of the 
Equitable life Assurance 
Society 





In appreciation of the welfare work 
of the Equitable Life Assurance So- 
ciety, with particular reference to the 
Safety First campaign inaugurated by 
President Day, clerks of the Society 
two months ago decided to spend some 
time after office hours writing life 
insurance. Up to date more than 
$400,000 has been written by men who 
never before solicited insurance. The 
clerks entered the campaign with 
keen vigor and enthusiasm. Several 
meetings were held at which Vice- 
President John B. Lunger, Superin- 
tendent of Agencies W. E. Taylor and 
others addressed the Society’s em- 
ployes, explaining field work, policy 
contracts, etc. 





THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 











Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions Attractive literature 
W. D. Wyman, President W. S. Weld, Supt. of Agencies 








The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


insurance in force over twenty Millions of dollars. 

Assets over One Million. 

Business received first eight months, 1913, over Eight Million 
(average One Million a month). 

We want a capable general agent for vacant office. 

Important open territory. 








THE CLEVELAN.) LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 


“A Company better otherwise than simply age and money size.” 
Began business October, 1907, and on January Ist, 1914 had 


Admitted Assets 
$808,528.64 


Insurance in Force 


$10,644,428 


Surplus to Policyholders 
$301,317.25 
Ample financial backing, free annual physical examination of policyholders, 
liberal policies and agency contracts. 
Open territory in Ohio, West Virginia and Michigan 
LIFE HEALTH AND ACCIDENT INSURANCE 











“The Company of the South” 


Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
his section. The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 
are liberal and easily sold. 





Some excellent territory open for high-class personal producers. Attractive 
contracts to right parties. Address Home Office at once. 


_ THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 

















individuality at its full value. 














Solicitors are like gizzards, no good without grit. 


mean the realization of all your dreams. 


How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. Jf you 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 


You can secure a 


If you have the grit to make a change and a reasonable 


The president of this Company is W. T. Crawrorp; Vice-President and General Manager, THomas P. 


Lioyp, M. D.; Superintendent of Agencies, W. M. Lipsey, all of Shreveport, La. 


“ 
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Misrepresentation as a Defense to Policy Contracts 


By JAMES H. McINTOSH, General Counsel, 
New York Life 








The problem of how to make men 
tell the truth and how to keep them 
from reaping the reward they hoped to 
gain by untruth is the problem which 
has vexed, and I suppose always will 
vex, the business of life insurance as 
it has no other business. The reason 
for this is that in no other business is 
every contract based, and from its very 
nature must be based, upon the truth 
of what one of the parties to it says 
about what he only can know. 

The companies have met this prob- 
lem in a variety of ways. In the forma- 
tive period of life insurance they met 
it by requiring the applicant to state 
in his application his answers to the 
questions they put and to refer the 
company to his medical adviser and a 
friend to whom the company might go 
for further information. Then in his 
application he agreed that “if any untrue 
or fraudulent statement is made, all the 
applicant paid should be forfeited and 
the policy should be void.” This, agree- 
ment in the application they carried 
into the policy. 

Then later, instead of the applicant’s 
medical adviser as a reference the 
companies adopted the plan of employ- 
ing medical examiners to examine all 
applicants and report on their insur- 
ability. But they still clung to the 
original practice of making any untrue 
statement avoid the contract and for- 
feit all that the company had received. 

Common Law of Warranties 

To give validity and legal effect to 
this idea of forfeiture, the companies 
conducted the negotiations and framed 
their contracts so as to make it pos- 
sible for them to avail themselves of 
defenses based on the common law of 
warranties, making the truth of the 
statements of the applicant a warranty 
and a condition precedent to the attach- 
ing of the risk, at the same time for- 
feiting to the company all it had re 
ceived under the contract. 

Now this principle of warranty, this 
method of dealing, was not new. It in- 
volved only the common law principles 
of the law of warranty. But the com- 
panies did not always deal in perfect 
fairness with the situation which the 
necessities of the business led them into. 
Sometimes they used an untrue state 
ment of an applicant made by him in 
perfect innocence as a defense to 4a 
contract the company should in all fair- 
ness have performed. As a result this 
created a prejudice in the public mind 
against the business of insurance—a 
still more serious result, it created a 
prejudice in the courts against defenses 
to insurance contracts; and from this 
state of prejudice came an effort of the 
courts to harmonize the law with their 
determination to beat the insurance 
companies by twisting and turning 
settled legal principles out of all honest 
recognition. 

No Law of Insurance 


From this conduct of the courts has 
grown up what is popularly supposed 
to be a law of insurance. Now I may 
have worked for an insurance company 
for all these years to a very poor pur- 
pose. I may be very stupid as a 
lawyer. Because in all I have done, I 
have never been able to discover a law 
of insurance. As far as I can find out, 
the law that controls, or ought to con- 
trol, all insurance contracts is the same 
law that controls, or ought to control 
all other forms of contracts. The law 
of insurance is the law of contracts, or 
the law of agency. And it is for us who 
direct the litigation of life insurance 
companies to bring this fact home to 
the courts and make them feel and 
know that in construing and enforcing 
a life insurance contract they must use 
aud apply the common law of contracts 
just as they would use and apply the 
common law of contracts in a dispute 


between any other parties arising upon 
a contract involving any other subject. 
When we do this we shall make it 
easy for the courts to know what are 
the rights of the parties because no 
lawyer ever gets very far into the pro- 
fession without knowing something of 
the common law of contracts. 

Attitude of Courts 

Perhaps it does not become me to 
speak of the courts as rendering against 
insurance companies decisions that are 
prejudiced and contrary to law. I 
have a right, however, to let the courts 
speak for themselves on this subject. 
The Supreme Court of Montana in de- 
ciding a case to which an insurance 
company was a party spoke about 
what it found to be the attitude of 
some of the courts toward insurance 
companies as follows: 

In the consideration of this case, 
many adjudications of the courts, 
in cases where life insurance com- 
panies were parties, have been ex- 
amined, including all cases cited 
by the respondent. It seems to 
me that some courts, of the very 
highest respectability and learn- 
ing, have taken judicial notice of 
matters which they were not by 
law authorized to judicially know, 
and have gone so far in holding 
insurance companies liable as to 
result in the application of differ- 
ent rules of contract law to them 
than would have been applied to 
individuals under the same circum- 
stances. I cannot agree that this 
may rightfully be done. 

Weidenaar vy. New York Life, 94 
Pac., 1. 

A Class Unto Themselves 

Another court, in a suit involving 
the liability of an insurance company 
on a policy, summarized its confes- 
sion on this subject in the following 
paragraph which forms a part of the 
syllabus in the official reports by saying 

Owing to the nature of insurance 
companies and the character of 
their contracts, they naturally and 
properly belong to a class unto 
themselves and must be governed 
by laws that would be wholly in- 
appropriate to any other company 
or to any other contracts. 

Ardus v. Fidelity Mutual Life, 168 
Mo., 151. 

This is the most remarkable state- 
ment that I have any recollection ever 
to have read as coming from any court. 

A blind-folded goddess holding scales 
in equipoise is the accepted symboli- 
zation of justice. The goddess is blind- 
folded because she is supposed not to 
see who the parties are. Under the 
basic theory of our system justice is 
to be administered equally without re- 
gard to who the parties are or the 
nature of the contracts they make. And 
yet the highest court or an important 
State says that different rules must 
apply to insurance companies and the 
contracts they make from the rules that 
apply to other litigants and their con- 
tracts. Could anything more strongly 
express the prejudice existing in the 


Nothing is certain but 
Not the Time death and taxes. 
to Neglect Taxes may wait and 

Insurance pay penalties but 
death may come in an 

hour and leave the family unprotected 
and possibly poverty stricken unless a 
man is wise enough to look after his 
insurance first, says the San Antonio 
Life. All other things may wait but 
insurance cannot. “Even if you have 
to neglect other things, do policy- 
holders the kindness to use every 
argument to pursuade them to keep 
thrown around the family the pro- 
tection of a San Antonio Life Insur- 
ance policy.” 


minds of some of the courts against 
insurance companies than does this re- 
markable statement of the Supreme 
Court of Missouri. Forfeiture and un- 
justifiable technical defenses have not 
only created this prejudice before the 
courts, resulting in decisions in cases 
of contract law that the law of con- 
tracts will not sustain, but also long 
ago turned the hand of the legislatures 
against insurance companies to destroy, 
if possible, this power of forfeiture and 
unfair treatment. 
Limiting Common Law of Warranties 
As far back as 1885 the legislature 
of Pennsylvania undertook to limit the 
(Continued on page 9.) 





The 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Has good openings for 
general agencies in desirable 
locations for experienced and 

_ successful men 


Liberal contracts offered 
Apply to Home Office 
Des Moines, lowa 








THE 
First Mutual 
Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible ‘secu- 
rity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 
Assets, Jan. 1, 1914. $66,168,702.53 
Liabilities ..... --. 61,182,456.00 


Fence - «+ -$ 4,986,246.53 





ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 
J. A. BARBEY, Secre 
sst. Secretary 


1S, 
FRANK T. PARTRIDGE, Asst. secre: 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 





‘GOOD TERRITORY 
OPEN TO RIGHT MEN 


—those who know how and can pro- 
duce applications and settle policies 
~—always ready to negotiate with 
men of experience, energy and 
enthusiasm. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 

Address: ALBERT E. AWDE, 


Superintendent of Agencies, 
7 W. Madison St., Chicago, Mh, 

















Ads Sate teed 


GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 





HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on whi 
just been issued shows the Company to 
be in splendid condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report om the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 


its claims under its policies promptl 
ne and its policyholders” treated 
fairly. 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
treater than in 1909 and the insurance in 
liorce having increased from $92,532,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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EARLY DA 


YS OF METROPOLITAN LIFE 
Told in De Luxe History of Company 


Began Business During Civil War—Wrote First Industrial Policy In 1879—Has Paid More Than $327,515,000 In Claims 








The Metropolitan Life Insurance 
Company has gotten out a remarkable 
beok, giving an account of its history, 
its present position in the insurance 
world, its home office building and its 
work carried on therein. This edition 
de luxe is splendidly printed, attrac- 
tively illustrated and furnishes a 
fascinating story of the Company’s 
methods, ideals and accomplishments. 
The Metropolitan is so big that it al- 
most staggers the imagination. Its 
assets are close to $500,000,000; its 
surplus $40,000,000; and it has paid in 
claims $327,514,456 since 1868. 

First Insured Soldiers and Sailors 

The early days of a great life insur- 
ance company, showing how it triumph- 


that any surplus earned should be 
credited to such policyholders of the 
department as should be entitled to 
participate in the surplus. As to the 
Industrial department, it was provided 
that the net surplus derived from the 
business should be added to the capital 
stock as additional security to policy- 
holders. The amendment further 
authorized the increase of the capital 
stock to an amount not exceeding $2,- 
000,000 by the issue of additional 
shares, such additional stock to be paid 
in cash or by the application of such 
surplus as may be derived from the 
business of the industr’al department. 
It was further provided that no further 
cash dividends should be paid upon the 


forced itself ahead and took first posi- 
tion in insurance written, and fourth 
with respect to income and amount of 
insurance in force. Since then the 
Company has stood first in amount of 
insurance written, in every year except 
two. At the end of 1913 the Metro- 
politan had more insurance in force 
than any other company in the world 
by about $400,000,000. 
Additional Amendments 

Two more amendments to the Metro- 
politan’s charter were made after the 
enactment of 1883. The amendment of 
1902, known as Chapter 492, permitted 
the Board of Directors to extend the 
right of voting for members of the 
Board of Directors to its policyholders 


in Havana Harbor nineteen claims on 
the lives of sailors were paid. 
Twenty-four claims resulted from the 
Galveston flood; four from the Mar- 
tinique disaster; thirteen from the 
Iroquois Theatre fire, Chicago. Three of 
the thirty-three victims of the explosion 
in the U. S. 8S. “Missouri’s” turret in 
1904 were insured in the Metropolitan. 
When “General Slocum” Burned 
Three hundred and fifty-seven death 
claims were paid on the lives of those 
burned on the excursion steamer “Gen- 
eral Slocum” which occurred in June, 
1904. \Nine claims were paid on those 
killed in the Emerson Shoe Factory ex- 
plosion, Brockton, Mass., March, 1906. 
The San Francisco earthquake and fire 


ed over obstacles, are always of con- 

siderable interest, and from the historical sketch 
section of the book, The Eastern Underwriter makes 
the following summary: 

In 1863 there was incorporated in New York State 
the National Union Life and Limb Insurance Com- 
pany, the object of which was to insure against 
death and casualty, the soldiers and sailors engaged 
in the Civil War. The name was subsequently 
changed to the National Life and Travelers Insur- 
ance Company. 

In 1866 two new corporations were formed from it, 
namely the National Life Insurance Company and 
the National Travelers Insurance Company. The first 
named passed out of existence; the second in 1868 
applied to the legislature for a change of name to 
the Metropolitan Life Insurance Company. 

The charter of the Company as amended in 1868 
provided for the payment of 7 per cent. on the capi- 
tal stock and placing to the credit of the stockhold- 
ers one-tenth of any surplus remaining of the profits 
of the surplus of the Company. Such was the stress 
of competition with the participating companies, 
which in the early seventies were making tremen- 
dous strides in the building up of a tontine business, 
that it was thought wise in 1874 to ask the legisla- 
ture to amend the charter. The amendment provided 
for the payment of 7 per cent. annually to steckhold- 
ers, giving to the policyholders all the remaining 
profits or surplus. Both the original charter and this 
amendment provided for the reduction of the capital 
stock from $200,000 to $100,000 when the gross 
assets of the Company should amount in value to 
one-half million of dollars. After the amendment of 
1874 the capital was so reduced, each stockholder 
surrendering his $50 certificate and taking one for 
$25, receiving the balance in cash. - 

Beginning of Industrial Business 

In the year 1869 and for many years thereafter 
the Company, through another organization, did a 
large business on the weekly premium plan, in addi- 
tion to that secured on annual, semi-annual and 
quarterly basis. In 1879 the Metropolitan officers 
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METROPOLITAN HOME OFFICE 


was followed by sixty-four claims. The 
sinking of the Joy liner “Larchmont” in Long Island 
Sound resulted in twenty-one claim payments. 
Fifteen claims were paid upon the victims of the 
Monongah mine disaster in 1907. In the Collingwood 
School disaster forty-two policies were paid on 
children’s lives. 
_ When the Titanic went down with her dis- 
tinguished passengers, sixteen Metropolitan policy- 
holders lost their lives. Also, when the “Empress 
of India” was sunk in the St. Lawrence River in 
May, 1914, twenty-five individuals who held thirty 
Metropolitan policies lost their lives. 


Daily Claims are More Than Five Hundred 


All of these claims were paid promptly. The 
deaths in great disasters form but an infinitesimal 
part of the total number paid by the Metropolitan. 
Its claims average between five and six hundred a day. 
‘ The total number of claims paid in 1913, includ- 
ing matured endowments was 173,516, averaging one 
claim for every fifty seconds of each business day 
of eight hours, amounting to $29,418,547, an average 
of $201 for each minute of each business day of 
eight hours. 


How Losses Are Hand‘ed 


It requires a force of sixty-four clerks, stenog- 
raphers and typewriters to handle the death claims 
and complete the comprehensive mortuary records 
of the Company. Death claims, when properly proved 
are always remitted the day the papers are received 
at the home office; in cases where a remittance 
would be more than one day in reaching the claim- 
ant, the payment is usually made by telegraph, and 
frequently in cash by the superintendents. 

About forty-five per cent. of the industrial busi- 
ness of the Metropolitan is on the endowment plan, 
and maturing claims under these policies are settled 
through this division. 

Since its organization the Metroplitan has paid 
$2,502,303 death claims, amounting to $327,515,000. 


tcok up the subject of introducing in- 
dustrial insurance after the general 
working methods of a great London 
company. 


The industrial business of the Metro- 
politan was inaugurated in November, 
1879, and in 1880 it wrote 213,878 poli- 
cies. The total income of The Pru- 
dential of London in 1854, the first year 
of industrial insurance, was equivalent 
to about $15,000; in 1888, thirty-four 
years after the inception of the indus- 
trial business it was $21,000,000. The 
total income of the “Metropolitan in 
1879, the year it introduced industrial 
insurance, was $567,598; in 1913 it was 
$117,503,044. 


The expenses of establishing a 
plant, of vigorously pushing the busi- 
ness, of meeting the high rate of mor- 
tality among the industrial class, were 
so great that it was deemed wise in 
1883 to seek legislative permission to 
increase the capital stock of the Com- 
pany. It added $400,000, making the 
capital $500,000. 


Creates Two Departments 


It was felt that a strong inducement 
should be held out to the stockholders 
to contribute more capital, because it 
was evident at that time that the finan- 
cial success of industrial business was 
problematical. An amendment pro- 
vided for the separation of the Com- 
pany into two departments called the 
Ordinary and Industrial departments. In 
the Ordinary department it is provided 


stock than the 7 per cent. per annum. 
Trying Days 

The cash increase by $400,000 con- 
tributions, did not immediately put the 
Company on a sound basis. 

At the end of 1884 the surplus was 
reduced to $201,209, which meant that 
the capital was impaired nearly $300,- 
000. The drop in the surplus had been 
caused by absorption mainly in the 
establishment of numerous agencies in 
many States, embracing thousands of 
men; in vast amount of canvassing 
literature and other material necessary 
to the work; in large accessions to the 
home Office, clerical force, etc. 

Tide Turns 

The turn of the tide began in 1886, 
seven years after industrial business 
was begun, and at the end of that year 
the surplus had increased to $258,123, 
and continued to augment so rapidly 
that the Company has been able, dur- 
ing the eighteen years from 1897 to 
1914, to pay voluntary bonuses to indus- 
trial policyholders, which by the end 
of 1914 will exceed $40,000,000, and to 
grant many other concessions, begin- 
ning twenty years ago, which have cost, 
in addition to reserve over $4,000,000. 

In 1879 the Metropolitan was in the 
rear of the insurance army. Of thirty- 
two companies operating in New York 
State it stood thirty-one in amount 
written, twenty-three in total income, 
in twenty-two in amount of insurance 
in force. In fifteen years the Company 


in person or by proxy. On April 17, 
1913, the charter was further amended 
by the action of the Board extending 
the Company’s power to make insur- 
ance upon the health of persons and 
every insurance appertaining thereto; 
against injury, disablement or death re- 
sulting from traveling or general acci- 
dent, and against disablement resulting 
from sickness and insuring against a 
loss or damage resulting from accident 
or injury suffered by any employe or 
other person and for which the person 
insured is liable. 
Mutualization 

The most recent action of the Com- 
pany was the decision to mutualize, 
full details of which have already been 
printed in the columns of The Eastern 
Underwriter. 

Relieving Catastrophe Victims 

A human interest section of the 
Metropolitan’s book is found in the sec- 
tion devoted to claims. The claim 
division is one of the most accurate 
disaster recorders extant. 

It is interesting to note that in the 
Johnstown flood, before the debris of 
the disaster had been cleared away, the 
Metropolitan was paying claims on ac 
count of the victims of that catstrophe, 
payments covering sixty-one industrial 
policies. Sixty-eight claims on Metro- 
politan policyholders were paid as a 
result of the St. Louis tornado in 1896. 
Pleven claims were paid as a result of 
the wreck of the steamboat “Portland” 
in 1898. After the “Maine” was sunk 


STAND THE TEST 


Life Companies Prove in Present Ordeal 
That They Can Weather 
Any Storm 


The financial world has been through 
a critical period during the last few 
months. War in Europe seriously de- 
ranged the whole financial fabric and 
led to the closing of the exchanges all 
over the globe with scarcely an ex- 
ception. Sales of bonds and stocks 
have been limited to personal transac- 
tions and the actual value of these 
securities in the markets of the world 
has been and now is practically un- 
known, says the Phoenix Mutual Life 
Insurance Company. 

During this period the great business 
of life insurance has been comparative- 
ly undisturbed. It has been perform- 
ing its mission as usual, paying claims 
and other obligations promptly and in 
cash. 

Once more it has been demonstrated 
that the face value of a life insurance 
policy is the claim value. There is no 
depreciation. 

On the other hand, the owner of 
bonds or stocks does not know what 
the selling value of these securities 
will be in the future, and in the past 
few months it has scarcely been pos- 
sible to sell these securities without 
great loss. Forced sales to settle 
estates have resulted in serious depre- 
ciation. 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











In Middletown, N. Y., N. 
How Schweiger has made an 
Schweiger exceptionally good record 
Suceeds for The Prudential. In 
explaining some of his 

methods, he says: 

“I make it a point rather to overesti- 
mate my prospects than to underesti- 
mate them, and after having quoted the 
premium on a large amount, it is easier, 
if necessary, to suggest a smaller 
Policy. 

“When I find that the attention of 
business men can not be secured dur- 
ing business hours, I am careful to 
make an appointment at the home for 
the evening; and the larger part of my 
success has come to me through even- 
ing calls, especially on my debit, where 
I have been able to meet the head of 
the family. Often I meet friends and 
relatives under these conditions, and 
through them secure additional busi- 
ness. I always carry a supply of Pru- 
dential literature, including the quar- 
terly magazine, and point out the death 
claims paid in various parts of the 
country. My education in life insurance 
is largely due to the information given 
in The Weekly Record, which I always 
read carefully. I am also helped by the 
talks at the Saturday morning meetings. 

“I am a great believer in the Month- 
ly Income policy, and also find the 
Thirty-Year Endowment policy a very 
good seller. However, I always try to 
sell the contract that is best suited to 
my prospect, without regard to the 
amount of commission it pays me. A 
Policy carried on his own life by the 
agent is a fine business-getter, as it 
proves to the prospect the agent’s be- 
lief in his company and its contracts. 
Persistency and tact have helped largely 
toward my success. I can not find in 
my dictionary the word ‘No’ nor do I 
take seriously the statement ‘Do not 
want any insurance.’ 

“I will not say that canvassing for 
life insurance is hard work, but to make 
a success of it requires steady and sys- 
tematic effort. 

“I do not fear to enter the wealthiest 
home, for insurance is needed there as 
well as in less favored places. 

“I constantly study my weak points 
and have been helped to overcome them 
through the interest of my superiors.” 

. 


A former agent of the 

Advising Northwestern National 

Father of Life recently telephoned 

Son’s Lapse to the home office and 

asked the Company to 
communicate with a certain prominent 
Minneapolis man relative to a policy 
on the life of his son which had been 
allowed to lapse. The son was away 
from home and the regular notices 
which had been sent to him at the 
address given in the application did not 
receive the proper attention. As a re- 
sult the grace expired without pay- 
ment of the premium being made, and 
the policy lapsed. The agent believed 
that the father would wish to be ad- 
vised as to the situation and, if the 
Matter were properly brought to his 
attention, would see to the reinstate- 
ment of the policy. 

“We accordingly wrote to the father 
advising him as to the facts and tell- 
ing him how the policy might be re- 
instated,” says a general agent of the 
Northwestern National. “Upon receipt 
of the letter he took occasion to criti- 
cize us somewhat severely because his 
attention had not been called to the 
matter before the policy lapsed, instead 
of afterward, thus giving him an oppor- 
tunity to pay the premium and protect 
the policy. 

“Of course we explained to him that 
the agent who wrote the policy was no 
longer with the Company and that up 
to the time when we heard from our 








former agent, the officers of the Com- 
pany were not aware of the relation- 
ship which existed between himself 
and the insured. We also told him 
that our Company is making every ef- 
fort, ably seconded by its agents, to 
prevent the lapse of business. We ex- 
plained that in this case the usual 
premium notice and ‘last reminder’ 
notice had been sent to the insured 
at his address of record, and that had 
the agent been connected with the 
Company at the time, our system would 
have resulted in a call by him on the 
father. 

“However unreasonable this man may 
have been, it does serve to emphasize 
the necessity of keeping in touch with 
the policyholder and giving him such 
assistance or advice as his circum- 
stances may require. Of course those 
at the home office cannot know of the 
conditions surrounding each of the 
twenty thousand or more policyholders 
of the Company. It is absolutely im- 
possible for us to be informed as to 
their circumstances.” 

* a . 
The important question is 

The Most not whether an “old line,” 

Important legal reserve company is 

Question _ safe; the important 

question is whether it is 
prudently and honestly managed. The 
majority—the very large majority—of 
them are so managed. It is the glory 
of the insurance profession, says the 
Philadelphia Life, that the hands of no 
men handling either their own or other 
people’s money are on the whole so 
clean as are the hands of the men who 
have managed the sacred funds com- 
mitted to the keeping of the life insur- 
ance companies. Bankers have de- 
faulted, guardians squandered the es- 
tates of their wards, trustees robbed 
widows and orphans, governmental offi- 
cials plundered the people, even cities, 
counties, States and nations repudiated 
their debts and bilked their bondhold- 
ers, but the legal reserve life insurance 
companies have always faithfully met 
their contracts and kept their hands 
clean. For every life company that has 
failed in its obligations, I will find you 
in your county a dozen men who have 
robbed their wards, a dozen administra- 
tors who have gouged widows and 
children, a dozen trustees who have 
defrauded beneficiaries and a dozen 
public officers who have defaulted, not 
to mention a horde of private persons 
who have euchered their creditors. 

No, sir; the history of life insurance 
shows beyond question that no set of 
men on this mundane sphere are more 
honest, more capable, more thoroughly 
trustworthy than the men who manage 
the life insurance companies. 
= om > 


INCOME AND LEGACY POLICY 


The Standard Life Insurance Com- 
pany of America, Pittsburgh, has re- 
cently put on the market a special 
Christmas policy, which is proving 
popular. 

During the past month the Standard 
has also issued a policy called the In- 
come and Legacy policy, which at the 
death of the insured pays to the ben- 
eficiary during lifetime 5 per cent. of 
the face of the policy, and at her death 
pays the principal sum to the co-ben- 
eficiary. 





The American Bankers Insurance 
Company says that some men provide 
so bountifully for their wives and 
children that they have little left for 
their widows and orphans. 





The annual meeting of the Life Un- 
derwriters Association of New York 
will be held in February. 


Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America’”’ 


mean certain success for you. 





For Terms to Froducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 








You Wish To Be Paid Well 





for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 

tory, with exclusive rights, open 

for men of character and ability. 
For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 








A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


W.C. BALDWIN, 
President 








State 


Mutual Life Assurance Co. 





WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
«- PROGRESSIVELY SUCCESSFUL... 
January 1, 1914 


Cowesenee oe eee. - $42,555,745.37 


eee eeeeeeeee e+ 40,209,207.57 


Surplus Mass. Standard....... er eee rte $2,346,537.80 
Insurance Issued, 1913.............cccccecee «+2++.. $23,051,034.00 
Insurance in Force........... spa iealins Sowa Seam . .$171,310,426.00 


THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 











NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 


—a solid busi 





best ag 
nity. 


» securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 
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EWUITABLE UF IOWA FACTS HEAVY MANAGEMENT EXPENSE 





COMPANY ISSUES STATEMENT 





it Has Paid More Dividends to its 
Policyhciders Than it Has 
Death Losses 





The Equitabie Life of lowa has is- 
sued an unusually interesting state- 
ment to policyholders covering tacts 
about the Company, its mortgage ioans, 
co-operation, the lowa reserve deposit 
iaw, life imsurance taxation, policy 
1oans and other points. 

‘this Company has grown from as- 
sets of $1,1V1,8¥91 in 1894 to assets of 
$14,119,275 in 1913. The Company’s 
surplus is nearly $2,000,000, its insur- 
ance in force $77,367,095. 

‘Their dividends to policyholders are 
payabie out of three sources of sav- 
ings. First, mortality; second, inter- 
est; third, expense. he most import- 
ant is the first, and hence a company 
to maintain a high dividend scale such 
as the one that has been adopted by the 
tiquitable of lowa must have a con- 
tunued favorable mortality experience. 
‘the Equitabie ot Jowa has always 
stood first in this respect there being 
no company of equai age that has had 
such favorable experience. The aver- 
age ratio of actual to expected mor- 
tality for the past ten years has been 
47.89 per cent. During 1913 this ratio 
was but 38.3 per cent. and for 1914 
it will be even lower. 

As a result the Company will have 
paid in dividends to policyholders dur- 
ing 1914, more than in death losses. 
This in itself is a remarkable record 
for a company forty-eight years old, 
but it has accomplished this feat four 
times in the last ten years which is 
a record that has only been equalled 
by one other company in the world. 

in reference to policy ioans the 
Company says: 

“Policy loans comprise about 9 per 
cent. of the assets of the Company. 
From the standpoint of the Company 
they are very satisfactory investments, 
being secured by the reserve on poli- 
cies, and yielding a rate of interest 
about equal to that earned on its other 
investments. They are acceptable to 
the State of lowa as securities to pro- 
tect the policy reserve. Despite these 
advantages the Company is extremely 
anxious to discourage these loans and 
to encourage repayments of loans al- 
ready in force. 

“There are several reasons for this, 
the principal one being that they de- 
crease the benefits which will accrue 
to the beneficiaries of policies so en- 
cumbered. A policyholder in placing a 
loan on his policy, in most instances, 
is borrowing the money not from the 
company but from his mother, his wife, 
or his children, who will need every 
cent of his insurance at the time of 
his death. If all policyholders realized 
this they would be far more hesitant 
in requesting the Company for loans. 
That is the reason that the Company 
wishes to call attention to this aspect 
of the matter and to urge all policy- 
holders to place loans on their policies 
only when it is a case of urgent neces- 
sity. 

“There are times when all other 
sources fail, when one’s life insurance 
policy is his only asset, and when the 
loan value will aid him enormously. 
These cases present the legitimate 
causes for loans and as a rule such 
loans are intended to be only tempo- 
rary. In order to aid policyholders, 
who have availed themselves of the 
loan privilege, to repay these loans and 
regain the full benefits of their policies, 
the Company will allow them to re- 
pay loans in whole or in part at any 
time convenient to them. As this has 
not been generally understood we are 
taking this opportunity to call to the 
attention of policyholders this privilege 
of repayment. Cards to the same ef- 
fect have been mailed with all interest 
notices and many loans have been re- 
paid as a result.” 


4vost ot. Lawrence Life 919,185 to Hun 
j business, Yet Loss Giaims Uniy 
4 Totaled $9,382 
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i An examination of the alfairs of tne 


“gol. Lawrelce idle ASsOCcialon bas Just 


hucen compietead py tne New XOrk iD- 
{surauce vepariileul. it is a co-opera- 
UVe ASS@€s0WeCNL aSsOCialion 10CaLed mm 
“new 1Q0cK CiLty. Lie examialion was 
‘Made aS Ol August 51, ivi4, and show- 
cu LOL iCUsZCF ASSCLIS OL 95,151.42; 
"610d8 aSSCiS OL §5U,009.54 and nDOL-ad- 


lUlai AGWUILLEd asnels Of $40,141.09, Lhe 
\olai liavliilies Were 95,114.59, leaving 
\" wdiance OL $21,869.70. 


oom 8 assets OL 90,411.15, Whicd Jet 


‘The tOtal imcome tur the year ending 
AUSUSL 6, 1¥1t, WAS 951,/40.9/, WhICD 
Wail Like 1CUger AasselLsS OL Linhal date, 
@lvuulsng lO o41,259.04, Made a totai 
joL 900,980.61. 
| he tOtal disbursements were $28,- 
ovi.vo, A uelciency im whe wank ac- 
count was discovered Oi $244.64, wWnoich 
amouli, tu Lue SAlenL OL 9240, Was 
mage up vy We personai caeck oy 
rresideul J. J. Baruauali. Lue valance 
OL $i¥.0% Was due tO errors MM DOOK- 
Keepllg. AS @ result Of Luis discrep 
a@ucy tne departMent recommeuded 
more care lm Lucure 12 handing tue 
lbances ulluer penailty OL more ire- 
ywueLL CaAamuilalivous vy toe imsuralce 
department. 


expenses Voubie Oss rayments 


The examination disclosed a fault 80 
frequent in assessment assOCialiOls, 
vizZ., the heavy expeuse Of Malagement. 
‘1nis leature ig see Wel il is Slated 
that ine Lolai Gues aU ASSeosSMculs 
couecleud dgurilg [tue year, Cuvered vy 
lue examiuallion, aluvunlead tO $V, 
x2i.0d, @ud yel Malagement expense 
Was $19,155.05 and we ciails pala 
Were ODI 99,552.12. Wisavluily Clails 
valu were 90,400.00 Of Lils amount; 
ucail Cialis, $41,008.44 Whe dividends 
w poiicynoiders Weie 9i,0ud.4u. sae 
Saiarmes U1 Ollcersp alOLe were $4,504. 

rigured of the percentage basis Wwe 
10858 Talio Was sU.5 per cent. aud tne 
eapense Ol ManageMeutl, 0.4 per cent 
erior lo i¥id, WWE AdoUElaiwu issuLd 
LOLU parlicipaildg and LoOu-parcicypar- 
lug Cerulicales. wile, Dewi alu Cas- 
uaily insurance 1s slili Wille, VU Oully 
in woe slales OL .wweW ivik aud 1 eul- 
byivalua. Cerliucaces are issued On Lhe 
mouldiy abd weekiy assessm@eut pals. 





MISREPRESENTATION AS DEFENSE 
(Continued from page 6.) 
common law of warranties by passing 
a@ statute providing that whenever the 
application or the policy of lite insur- 
ance contains a clause of warranty, no 
misrepresentation or untrue statement, 
made in good faith, shall avoid the 
policy unless it relates to some matter 
material to the risk. Then subsequent- 
ly the legisiatures of lowa, Georgia, 
and other States passed laws along 
the same lines. When the Armstrong 
Committee made its report, you will 
recall that they too, took a hand at 
this and passed a law in which they 
said that “All statements purporting to 
be made by the insured shall, in the 
absence of fraud, be deemed represen- 
tations, and not warranties.” And prac- 
tically all of the States in which, at 
the time the Armstrong Committee 
laws were passed, there was no law 
on the subject of warranties, promptly 
followed the lead of New York and 

passed similar statutes. 

This pervading prejudice, influencing 
the courts and the legislatures as well 
as the general public, the companies 
should meet and, if possible, remove. 
Especially it is for us who direct the 
litigation of this class of corporations 
to see what we can do, and do what 
we can to meet and remove it. What 
can we do on this subject? 

The law of warranty is now so much 
modified by statute as to be an unsafe 
and an unprofitable reliance. Anyhow 





THE 
METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


td Of the People 
The Company By the People 
For the People 
The Daily Average of the Company’s 
Business during 1913 was: 


549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 




















af fe eeoge ge : $286,288.02 per day in Payments to 
ee Policyholders and Addition to Re- 
serve. 
a $164,025.94 per day in Increase of 
a 


Assets. 





METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 





JOHN R. HEGEMAN, President 








ORGANIZED 1871 


a a = - 
Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1913: 

Prec Dhegdaation Seas 
jaaverees 14,138,137.61 
$1,250,000.00 annually 


Is Paying its Policyholders nearly....................... 
GOOD TERRITORY FOR LIVE AGENTS 








DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 
LIVE ACCENTS 


as are offered by the Policy Contracts 


WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 







E INSURANCE COM 
OF BOSTON MASSACHUSETTS 











“At the Head of the Nation” 





Equitable Life Insurance Company 
of the District of Columbia 





MEN WHO KNOW HOW can secure service contracts 
that will enable them to sell the Best Standard Insur- 
ance Policies, both Ordinary and Industrial. Terri- 
tory—District of Columbia, Delaware, West Virginia, 
and Ohio. 














I iiihinsicnituisiebnen HENRY P. BLAIR 
i icninevetscctdidsssouna JOSEPH SANDERS 
and V. P. & Gen. Mgr........ WM. A. BENNETT 
Equitable Building, eae ALLEN C. CLARK 
Washington, D. C. EE <guewensnasandccened GILBERT A. CLARK 











it is not now, it never was, a necessary 
reliance. 


UNION CENTRAL'S SCALE 


The Union Central’s dividend scale 
will be the same for 1915 as it was 


(To be continued.) 
SS in 1914. 


BUYS A BUILDING 
The Equitable Life Assurance Society 
has bought the Eagle Building, eight The Anchor Life of Kansas City has 
stories high, at Nos. 71-75 Wall street, been reinsured by the Farmers Life 
New York city. of Denver. 
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A NEEDED REFORM 

Though helpful to a degree the effi- 
ciency of State fire marshal offices 
would be greatly increased if the ex- 
pense of their maintenance came from 
general funds, instead of, as is custom- 
ary, a special tax levied upon insur- 
ance companies. 

Whenever the marshals seek to con- 
vict a reputed arsonist, the latter’s at- 
torney immediately asks the prosecut- 
ing marshal whether or not his office 
is supported by insurance companies, 
and the affirmative response gives the 
jurymen the impression that the State 
officer is a hireling of special interests, 
and is intent upon saving money for 
his clients. Hence the great difficulty 
of getting reputed incendiaries con- 
victed. 

The fire marshal is an independent 
official working in the interest of prop- 
erty-owners wholly regardless as to 
whether they insure or not. His duties 
are those of policing, and his work 
should be unhampered by any reputed 
connection with insurance companies. 
If the office expenses were paid out 
of general instead of special State 
funds, the implication now so effective- 
ly used by the crooks and their legal 
advisers would no longer hold, and the 
number of arsonists would speedily be 
reduced. 


PUBLICATION OF.AGENCY LISTS 
For life insurance associations to 
ask the Department of Insurance to re- 
fuse agency licenses to any one who 
cannot write more than a_ specified 
number of applications a year is a ques- 
tionable proceeding. It would give the 
Insurance Department power to decide 
just how much business an agent or 
broker should do before he .is an agent 
or a broker. The standing of an agent 
cannot be determined by the number 
of applications he writes or the amount 
of business. A _ brother-in-law of an 
officer of the “harvester trust” or of a 
railroad president might be able to 
land fifty applications of life insurance 
through his connections, the premiums 
running into many thousands of dol- 
lars, although his regular work might 
be that of the secretary of a subsidiary 
enterprise of the trust or a railroad. 
Obviously this is not the correct pro- 
cedure in doing away with the part time 
evil. The suggestion of Deputy Com- 
missioner Hoey, of the New York In- 


surance Department, that agency lists 
be published so that if there are any 
men masquerading as agents when 
really they are not agents is a good one. 
ithe facts of agency activities can be 
put before the Department by the life 
men themselves in order that the li- 
cense of the agent may not be renewed 
if he should not get one. While many of 
the States permit the publication of 
agency licenses this does not stand true 
of New York. Here names have not been 
given out because of a fear that there 
will be a drive after the agents by com- 
panies in need of men. Does not this 
opposition seem a little bit far-fetched 
when the number of agents in New 
York State is almost 30,000, and any 
one can get a list of agents who will 
go to the trouble of looking at the rec- 
ords of any county clerk’s office? That 
there is a need of some action regard- 
ing part-time agents is demonstrated 
by the statement of William F. Atkin- 
son, of Brooklyn, that one out of every 
three agents licensed eventually drops 
out of “the insurance business” inside 
of a year. Action taken on part-time 
agents should be intelligent and should 
come from inside the insurance ranks, 
not from any Insurance Department. 





COMMISSIONS IN EARLY DAYS 

Possibly life insurance soliciting is 
not the most remunerative of callings. 
Possibly the companies could write 
more business if they paid higher com- 
missions. It does not follow that new 
business written at undue cost would 
be good business. The agent who 
fancies that commissions should be 
larger will be interested in learning 
what commissions were paid in the 
early days of American Life Insur- 
ance. In 1879, when the Mutual Life 
was 36 years old, the agency commit- 
tee reported to the board of trustees 
as follows: 

“The different schedules and rates of 
commissions which have prevailed since 
the formation of the Company are as 
follows: 1843, ten per cent. on the 
first and on all premiums during the 
continuance of the policy. This sched- 
ule continued for five years. 

“In 1848 a different schedule was 
adopted of 10 per cent. on the first 
premium and 5 (per cent. on all sub- 
sequent premiums. This came to an 
end in five years. During the two fore 
going periods the Company dealt en- 
tirely with local agents, there having 
been at that time no system of gen 
eral agency established. Many of the 
premiums during this time were paid 
at the office of the Company. 

“In 1863 the general agency system 
was inaugurated and went into opera- 
tion. * * * The commission was 
then fixed at 15 per cent. on the first 
premium and 7% per cent. on all re 
newals during the life of the policy. 

* * * In 1868 the fifth system be 
gan, which consisted of a commission of 
30 per cent. on the first premium, and 
upon renewals of 7% per cent. for four 
years, and a collection fee of 2 per cent. 
thereafter. The sixth, and thus far 
final, system was introduced in 1873, 
and is still in force (1879). It provides 
for 30 per cent. on the first premium, 
with 7% per cent. on six renewals, and 
a collection fee of 3 per cent. there 
after, with an allowance of 2% per 
cent. for miscellaneous expenses on the 
first premium only.” 





PRESIDENT OF UNITED FIREMEN’S 

In succession to the late Col. R. B. 
Beath, the directors of the United Fire- 
men’s, of Philadelphia, have elected W. 
H. Clark, president of the Company. 
Mr. Clark is prominent in banking 
circles being president of the Quaker 
City National Bank. 








[ The Human Side of hesitinans 























Mark B. Lockyer, of Lockyer & Atwood, Inc., State agents of the Illinois 
Life in Pennsylvania, is a gentleman firmer as well as one of the most aggres- 
sive and successful life insurance agents in the State. A picture of Mr. Lock- 
yer seated on the step of an automobi'e standing in front of the barn on his 


farm is shown on this page. 


The farm, which is located at Jamison in Bucks 


County, Pennsylvania, is a money-making establishment and has won many 


blue ribbons. 


Forty head of registered Holstein cattle, 


one hundred_Hamp- 


shire pigs, 1,000 chickens and two hun tIred turkeys are part of the equipment. 


Dr. Wm. Brumby, of San Antonio, 
Texas, has been appointed Assistant 
Medical Director of the Amicable Life, 
taking the place formerly occupied by 
the late Dr. J. M. McCutchan. Dr. 
Brumby for four years has been Med- 
ical Director of the Equitable Life In- 
surance Company, of San Antonio, and 
has made an enviable record as State 
Health Officer and former Health 
Officer of Houston. He is widely known 
in medica] and insurance circles and 
has been a strong factor in movements, 
State and national, toward the develop- 
ment of health and hygiene. 

* £ 7 


George H. Ho.den, who has done good 
work as a member of the staff of The 
Eastern Underwriter, has resigned to 
become editor and manager of The In- 
surance Age. Mr. Holden has a large 
personal following on the street, is an 
efficient newsgetter, a breezy writer and 
can put into the Insurance Age the 
hecessary amount of ginger to make 
that paper talked about and more wide- 
ly read. He goes with the best wishes 
of the staff. 





W. H. England, representative at 
Lincoln, Neb., for the Mass. Bonding 
and Insurance Company of Boston, has 
the reputation of usually getting what 
he goes after, and he is usually after 
something. His activities are far from 
Selfish, however, for says the Co-ordina- 
tor, Mr. England “gives to charity prac- 
tically all the money which he makes 
from the business. We understand 
that nine worthy families in need re- 
ceive his help regularly; that he has 
provided for the bringing up and edu- 
eating of several orphan children, and 
that he has been instrumental in se- 
curing pardons for many convicts, 
none of whom have proved unworthy 
subsequent to release.” 

a fifteen months sentence. 





SOUTHERN GENERAL AGENTS 

United States Manager Kelsey, of 
the Hamburg-Bremen, announces the 
appointment of Patello and Bickerstaff, 
of Atlanta, as general agents of the 
Company for Georgia, Alabama, South 
Carolina and Florida. 


Milk from this farm is furnished the Bellevue-Stratford Hotel in Philadelphia. 





Charles D. Hilles while intensely busy 
as the associate of Edmund Dwight, 
New York State manager for the Em- 
ployers Liability Assurance Corporation, 
yet finds time to keep in intimate touch 
with political affairs. Mr. Hilles is 
still chairman of the Republican Na- 
tional Committee, and in a recent inter- 
view expressed himself as confident of 
“the election of a Republican President 
and a Republican House in 1916.” 


The Duke of Roxburghe, Earl of 
Glantawe, Earl of Stradbroke, Earl of 
Aberdeen, Earl of Elgin, Lords Wolver- 
ton, Armstrong, Merthyr, Forbes, Vis- 
count Ridley and Marquis of Zetland, 
are directors of the North British & 
Mercantile. Some other “insurance 
peers” are Royal, Earl Sones, Lords 
Suffield, Belper, Cranworth; Royal Ex- 
change, Lords Rotheran and Winterton; 
Equitable Life, Earl of Denbigh, Earl 
of Kintore, Lord Clifford of Chudleigh; 
Commercial Union, Earl of Harewood, 
Lord Courtney, Lord Nunburnholme; 
Phoenix, Viscount Dillon; Yorkshire, 
Viscount Downe; General, Lord Dun- 
more; New York Life, Lord Mersely, 
Lord Welby; Law Union & Rock, Lord 
Merthyr; Norwich Union, Lord Xaglan. 


W. Heyward Myers, a vice-president 
of the Pennsylvania Railroad, has been 
elected a director of the Penn Mutual 
Life. 

” . * 

Major N. E. Turgeon, president of 
the New York State Insurance Federa- 
tion, and T. W. Hendrick, genera] man- 
ager of the Niagara Life, spoke at the 
monthly luncheon of the Life Under- 
writers Association of Buffalo. 

2 . . 

William J. Cotter, an insurance man 
of Reading, Pa., has asked for a par- 
don. He has served eight months of 





INSURANCE $110,500 

Insurance on the factory of the Cut- 
away Harrow Company at Hegganum, 
Conn., burned on December 6, amounts 
to $110,500. Of this $5,000 is on the 
stock of the Hegganum Hardware Com- 
pany, and the balance on stock and 
machinery of the Cutaway Company. 
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PROBES WASHINGTON BOARD 


DISTRICT ATTORNEY’S ACTION 








Association On'y a Few Months Old— 
Dissatisfaction With Rates 
on Dwellings 





The District Attorney of the District 
of Columbia has begun an investigation 


’ of the local board recently established 


in Washington, and a discussion of the 
affairs of the board took place on 


Tuesday afternoon in the District At- 
torney’s office, E. R. Hardy, manager 
of the board, spending most of the 
afternoon there. 

Rates Too Low For Years 

For some years rates have been in 
a chaotic condition in Washington, lower 
than in any other city in the country. 
Rates on dwellings and other risks 
were at such an ebb that the com- 
panies have not made money in the 
National Capital. For a number of 
reasons during recent years compan- 
ies found themselves unable to get 
together in adjusting the Washington 
situation so that a living schedule of 
rates could be maintained. 

A few months ago it was seen that 
a board could be organized if the right 
man could be secured for manager. 
After some delay the underwriters se- 
cured the services of E. R. Hardy, as- 
sistant manager of the New York 
Fire Insurance Exchange, who since 
then has been dividing his time be- 
tween Washington and New York. He 
immediately got. busy in making a 
scientific and equitable rating of the 
city. In the readjustment there was 
a change in dwelling house rates. 

The formation of the association 
was given considerable space in Wash- 
ington newspapers and this fact, to- 
gether with some dissatisfaction ex- 
pressed with the rates for Washing- 
ton dwellings compared with rates pre- 
vailing in New York and other large 
cities, induced the District Attorney to 
begin his investigation. 





J. B. DACEY PRESIDENT 





Special Agent of the Boston Heads 
Albany Field Club for 
New York 





Members of the Albany Field Club, 
at their annual meeting and dinner, 
held at the Ten Eyck, Albany, on Friday 
last, elected the following named as 
officers of the association for the new 
year: President J. B. Dacey, of the Bos- 
ton; vice-president, A. T. Lovett, of 
the Fire Association of Philadelphia; 
secretary, Charles H. Smith, of the 
Liverpool, London and Globe; treas- 
urer, R. W. Wight, of the Queen. 

The club is made up of special agents 
operating in eastern New York and is 
distinctly helpful in informing members 
regarding matters of common interest. 





SETTLE TROUBLESOME LOSS 





Adjustment Bureau Recommends Pay- 
ment of $121,702.58 to Federal 
Telephone Co. 





After two months of earnest effort the 
General Adjustment Bureau has ar- 
ranged a basis of settlements for the 
fire loss suffered by the Federal Tele 
phone and Telegraph Company in its 
chief plant at Buffalo, New York, 
some time ago. 

While the assured’s claim was for 
$187,201.30, the compromise figure of 
$121,702.58 was finally reached, and 
payment upon that basis is recommend- 
ed by the bureau. 

The fire occurred at a most awkward 
time for the telephone company, which 
had just completed the substitution of 
the automatic from the manual system, 


and was arranging to install the new 
service when the fire broke out. 

The cause of the fire has not been 
learned though it is attributed to a 
crossed wire. 





RESIGNS FROM PHOENIX 





L. P. Bayard After Twenty-Six Years 
Service With Company Retires 
as Joint Manager 





The rumor current some months ago 
crediting L. P. Bayard with planning 
to retire from the joint American man- 
agement of the Phoenix of London, on 
the first of the year, is now proven 
to have been well founded, announce- 
ment of the fact being officially made. 

On and after January 1, Percival 
Beresford, at present associate man- 
ager, becomes the Company’s sole 
United States manager. 

Mr. Bayard has been officially con- 
nected with the Phoenix for twenty- 
six years, serving long as assistant 
manager prior to his advancement to 
the joint managership. 

Mr. Beresford came to this country 
from the head office of the Phoenix 
several years ago. 


AGENCY FIRMS MERGE 





H. S. Gillingham and R. M. Coyle of 
Philade'phia to Consolidate 
Forces in January 





An agency change scheduled to take 
place at Philadelphia on the first of 
the year, is the merger of the local 
offices of Howard S. Gillingham and 
Robert M. Coyle. Both gentlemen have 
been in business for many years and 
each has a strong personal following. 





CREDITORS STILL WAITING 
Asked to Consider Sale of Ohio Ger- 
man’s Assets—Wearying 
Litigation 





After years of tedious litigation the 
affairs of the Ohio German, of Toledo, 
seem in a way to final settlement. 
Creditors of the defunct enterprise 
have been asked to express themselves 
as to the sale of the Company’s assets, 
and the discontinuance of all litigation. 
Such action would seem desirable, 
since the recent death of Judge 
Michael Donnelly would render most 
difficult the successful prosecution of 
suits. 





FEAR RATE INCREASE 





Fire Marshal of Allegheny County, Pa., 
Urges Double Shift System in 
Fire Department 
Advocating the double shift system 
in the Pittsburgh fire department, Fire 
Marshal T. L. Phau, of Allegheny 
County, asserted some days ago that 
if better protection was not secured 
“fire insurance rates will be raised 40 
cents in the old city of Pittsburgh and 

15 cents in the Northside.” 





POST SUFFERS SERIOUS LOSS 


For the second time within twelve 
months, the attractive Summit, N. J., 
residence of Charles H. Post, United 
States manager of the Caledonian In- 
surance Company, was burglarized a 
short time ago, jewelry worth several 
thousand dollars being stolen. Summit 
is one of the most desirable of the 
New Jersey suburban communities, and 
despite constant police protection, suf- 
fers seriously from visits from profes- 
sional cracksmen. 
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ALBANY TRACTION LINE 


Interests Reported as Figuring Upon 
the Business for New Year— 
Ownership of Property 





Albany, N. Y., advices are to the ef- 
fect that outside parties are figuring 
upon the traction companies insurance 
in that city. At present the schedule 
is placed by W. C. Lawrence, of Scran- 
ton, Pa. Mr. Lawrence is_ identified 
with the Delaware and Hudson inter- 
ests, which own a large part, if not all 
of the Albany Traction Company’s 
stock. Mr. Lawrence is likewise credit- 
ed with placing the business of the 
Schenectady city railway company. 


PASSING OF COMMERCIAL FIRE 





Directors of Washington Company 
Apply for its Dissolution—Busi- 
ness Reinsured 





Following the recent reinsurance of 
the major portion of the business of 
the Commercial Fire, of Washington, 
D. C., certain directors have applied to 
the court for an order compelling the 
Company’s dissolution. The sale of the 
Commercial’s equity in the Southern 
building at Washington seriously de- 
pleted its capital, according to reports, 
and the directors are anxious to con- 
serve what assets still remain. The 
assets of the Company are estimated 
at $450,03246. Its indebtedness is 
given as $104,861.39. 

The liabilities are scheduled as fol- 
lows: Estimated amount due _ policy- 
holders, $30,711.39; net amount due the 
Nord Deutsche Insurance Company of 
Hamburg, Germany, $21,750; estimated 
amount due policyholders for premiums 
upon policies not included in the other 
contracts, $12,000; accrued interest and 
taxes on real estate figured to Novem- 
ber 30, 1914, $15,400; due district Na- 
tional banks, $25,000. 

The assets include: Real estate in the 














District of Columbia, $155,000; bonds, 


$167,495.77; cash, $570.69; due from 
agents, $42,000; interest past due, $1,- 
916; approximate interest in collected 
rents of the Southern building, $5,090; 
deposits in underwriters’ bonds, $150; 


other assets, $78,700. 





Hartford Fire Calls in its Eastern 
Field Force to Plan Campaign 
for New Year 





Special agents of the eastern terri- 
tory of the Hartford Fire held a two 
days’ session at the Company’s head 
offices in Hartford last week, confer- 
ring with the officers and department 
heads. The business of the year was 
reviewed, and campaign plans for 1915 
defined. The various specialty lines of 
the Hartford Fire were explained in 
detail by their respective managers, 
and the field men urged to push the 
sale of such indemnity, as well as the 
Straight fire business during the next 
twelve months. 

The Hartford Fire has ever been a 
good company for special agents to tie 
too, a truth that is constantly empha- 
sized by the field men now in its 
service. 





AGENCY FIRM DISSOLVES 





Tallman and Sears of New York City 
to Part Company—Both Con- 
tinue in the Business 





With the close of the present year 
the partnership agreement existing be- 
tween Tallman and Sears of New York 
City for some time, will terminate. Both 
gentlemen will continue in the insur- 
ance business, Mr. Tallman as sub- 
urban head agent, for the New Bruns- 
wick Fire of New Jersey and Mr. 
Sears as agent for the Duquense Un- 
derwriters Agency of the National 
Union, of Pittsburgh. 
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BUSINESS AGAIN WRITTEN HERE 


R. T. LINE 





COMPANIES GET B. 





Provisional Rate of .3275 Named— 
—Business Aggregates Close 
to $22,500,000 





Benedict and Benedict, the brokers 
controlling the Brooklyn Rapid Transit 
Line, have placed the business with 
stock companies in this country, after 
a year’s experience with London 
Lioyds. 

The line aggregates close to $22,500,- 
000, and was bound from December 
15th, at an advisory rate of .3275; the 
final rate will be determined once the 
inspection now being made by repre 
sentatives of the New York Fire Insur- 
ance Exchange shall have been com- 


pleted, but it is not anticipated that 
it will vary from the figures quoted 
above. The business was written for 


three years at two-and-one-half times 
the annual rate, all policies containing 
the 80 per cent. co-insurance clause. If 
it be found possible to cover the roll- 
ing stock under schedule, the present 
clause will stand, but if a blanket 
cover is required full insurance will 
have to be taken out. Lloyd’s last 
year issued a blanket policy with the 
80 per cent. clause, but such practice 
would not be permitted here. 

The present rating is based upon the 
schedule of the Central Traction 
Bureau, which the New York Fire In- 
surance Exchange at a recent meeting 
voted to adopt in place of that formerly 


employed. 
By placing the railway business 
with stock companies here Benedict 


and Benedict will be able to get 15 
per cent. brokerage, their remunera- 
tion for the three years amounting to 
approximately $25,000. Ag the firm will 
be compelled to maintain an efficient 
inspection service for the property, it 
is not anticipated that the net return 
will be more than half of the figure 
named. 

When the Brooklyn Rapid Transit 
Line went to London Lloyds in 1913, a 
great deal of excitement was aroused 
thereby, it being feared that the law 
upon the subject had been violated. 
Prompt and thorough investigation of 
the entire transaction was made by the 
Insurance Department, and the brokers 
exonerated of any wrong doing. 

That the business is again “placed in 
America” is a matter for general 
gratification to the fraternity. 
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London Brokers 


At a special meeting of the Corpora- 
tion of Insurance Brokers and Agents 
of London, England, the articles of as- 
sociation were amended as follows: 

A new class is to be opened styled 
“Agency Members,” consisting of those 
holding one or more agency appoint- 
ments. The subscription is proposed 
to be 5s. for each partner, with a 
maximum of 10 to 6. The initials in 
the Brokers’ Section are to be altered 
to F.C.1.B. for Fellows and A.C.I.B. for 
Associates. 

Agents elected under the Members’ 
Class will be entitled to use initials 
M.C.I.B. and A. and the designation 
“Incorporated Insurance Agents.” 

Agency members will be entitled to 
the designation of “Incorporated Insur- 
ance Agent” only. 


. s . 


One Year’s Business 


Thirty-six. million dollars in pre- 
miums is the sum with which one of 
the great brokerage houses of New 
York city is credited with having re- 
ceived during the past year. The 


office in question maintains branches 
in various parts of the country, and 
handles all lines of insurance, 


WILL HANDLE EDISON LINE 





Owens and Phillips Looking After In- 
surance on Properties of the 
Company 





An announcement of more than ordi- 
nary interest is that control of insur- 
ance upon the properties of Thomas A. 
Edison, Inc., of Orange, N. J., has been 
placed with the New York city broker- 
age firm of Owens and Phillips. As an- 
nounced in The Eastern Underwriter of 
last week, while the loss suffered by 
the Edison plant through the fire on 
the 9th inst. is placed at $1,000,000, 
the insurance involved amounts to but 
$258,700. The concern has a sinking 
fund with which to meet emergencies 
of various kinds, including fire damage, 
and the loss in excess of that recovered 
from the insurance companies, will 
presumably, be made good from that 
fund. 

Mr. Edison has expressed himself as 
being opposed to insurance, hence the 
transfer of the account to new brokers 
is causing considerable speculation. 
Owens and Phillips are getting a lot of 
miscellaneous data from the insurance 
companies, and when this is whipped 
into shape the result will be laid be- 
fore Mr. Edison in concrete form. The 
future of the business will depend, it 
is assumed, upon the final judgment of 
that gentlemen. 

e s . 


Officers of Brooklyn Association 

By unanimous vote the following 
named were elected officers of the In- 
surance Brokers Association at the re- 
cently held annual gathering of the 
organization: President, John J. Hast- 
ings; vice-president, John J. Lantry; 
secretary, R. B. Clapperton; treasurer, 
C. S. Cavanagh. Executive commit- 
tee: Louis C. Kuhn, Louis Arnold, 
Heyward Smith, Delwin B. Carr, F. J. 
Peacock, J. J. Hastings, J. F. Lantry, 
R. B. Clapperton and C. Stewart Cava- 
nagh. 


os — a 
On His Annual Outing 

Broker A. R. Pierson, of New York 
city, is arranging for his annual Florida 
trip. Jersey boat-builders are complet- 
ing a fine Seabright dory, in which Mr. 
Pierson plans to sail to his objective, 
later ‘spending some time in Southern 
waters, with which he is very familiar. 
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Big Line Changing Hands 
One of the giant packing houses of 
this city is reported as being on the 
eve of transferring its account from 
the brokerage house that has been 
placing it for some time past, to a 
rival firm. 


SPECIAL AGENT FOR GERMANIA 
As its special agent for Virginia and 
North Carolina the Germania Fire, of 
New York, has appointed C. T. Lloyd. 
Mr. Lloyd has been in the Southern 
department at the Company’s head 
office for some time and has a good 
general knowledge of his new field. 
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DECIDES AGAINST LOCAL TAXATION SYSTEM 


Virginia Tax Commission Says Small Companies, are Unequally Treated in 
That State—All Companies Can Now Increase Field Operations 
in the State Without Being Taxed Excessively 
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The report of the Virginia Tax Com- 
mission, now in the hands of the print- 
er, indicates that there is a movement 
to get away from the multiple taxation 
inside of a State which is so hard on 
small companies. This commission 
was appointed in June last. Its object 
is to recommend revision of the tax 
laws of the State. At a hearing on 
insurance R. R. Gilkey, of the Surety 
Association of America, F. Robertson- 
Jones of the Workmen’s Compensation 
Information Bureau, and others pre- 
sented arguments, that there be one 
tax on net premiums, so that the local 
taxation system could be abolished. 

The commission reports that the 
burden of taxes at present is unequally 
distributed among the different compa- 
nies as compared to the tax on real 
estate. 

The report says that fire and marine 
insurance interests in the State have 
been taxed too much, life insurance 
too little; while small companies with 
little business are taxed excessively, 
particularly companies with a premium 
income of less than $50,000. The in- 
equality is occasioned by a number of 
small flat State taxes and license fees, 
and the flat taxes levied by municipali- 
ties. It recommends that the municipal 
license be abolished, and that all taxes 
and licenses be consolidated in one 
State tax levied on gross premium in- 
come in the State to be paid the State 
and apportioned by the State to the 
cities and counties. 

The Commission recommends that 
fraternal orders not operated for profit 
shall be exempt from taxation save a 
small license fee; and that sick benefit 
companies which issue no policy in ex- 


MARINE DISASTERS FOR MONTH 


COMPANIES 





SUFFER SEVERELY 





Ocean Losses of Late Promise to Wipe 
Out Earlier Prospects for Profit 
For Year 





(Marine as well as fire underwriters 
are complaining of heavy losses, and 
they assert that the earlier prospects 
for profit for the year, have been over- 
come by the numerous and _ severe 
losses reported during the past six 
weeks. 

“The year’s greatest marine insur- 
ance loss in so far as American under- 
writers are concerned, was in connec- 
tion with the sinking of the Canadian 
Pacific Line steamer Empress of Ire- 
land by the Norwegian coal steamer 
Storstad in the St. Lawrence River. 
The loss of the Empress of Ireland is 
practically total. Salvors have been 
working on the vessel and have re- 
covered $140,000 in silver bullion that 
was in the strong chest. For this work 
the wreckers have demanded $120,000 
compensation, so that underwriters 
will receive little benefit from the 
bullion recovered from the wreck. 

“The sinking of the Empress of Ire- 
land hit American underwriters to the 
extent of over $1,500,000. 

“The second big loss on the St. 
‘Lawrence this year came during the 
month of October when the British 
steamer Floriston, bound from Montreal 
for Avonmouth, was wrecked on Guion 
Island on October 14 and a month later 
abandoned to the underwriters as a 
total loss. The Floriston had a full 
cargo of wheat valued at fully $300,000. 
In the case of the Floriston the under- 
writers suffered double losses. The ves- 
sel first went ashore and was floated. 
This brought a general average loss to 
the underwriters. Subsequently the 
vessel again stranded, proving a total 
loss. 

“The third big loss on the St. Law- 





cess of $250, and with benefits not ex- 

ceeding $10 per week, shall pay 1 per 

cent. on gross premium income. 
Recommendations. 


Other recommendations follow: 

Life insurance. Deduct return pre- 
mium and reinsurance in authorized 
companies and charge 2% per cent. on 
gross premium income. Fire, Marine, 
Surety, Etc. Deduct returned premiums 
on cancelled policies and premiums 
paid for reinsurance in authorized com- 
panies. Assess 2% per cent. on 
gross premium income. This tax to be 
in lieu of all fees and taxes, which ex- 
ception shall include any fees, licenses 
for agents, either State or municipal, 
representing only one company. 

Regular State Tax on Real Estate 

The companies must still pay a 
regular State tax on real estate or 
tangible personal property within the 
State; and must also continue to pay 
the expenses of the insurance commis- 
sioner and for the care of securities. 
The present total taxation on surety 
and other miscellaneous companies in 
the State on the basis of 1913 business 
was $40,257. Under the provisions of 
the new law, aS recommended, it would 
amount to $43,302. It is provided that 
out of taxes so collected the State shall 
return to incorporated cities a tax 
consisting of % of 1 per cent. of busi- 
ness written in the corporation. With 
the municipal taxes wiped out the 
surety and other companies which have 
limited their ‘operations in the State to 
certain counties can now enlarge their 
scope and operate more generally with- 
out being penalized by such heavy 
taxation. : 


rence was that of the British steamer 
Hendonhall, which went ashore on 
Point des Monte on November 24. For- 
tunately the vessel was bound in ballast 
to Montreal, so that the amount of the 
loss was considerably reduced. 


“During November the underwriters 
were hit by two losses in the Far East 
These steamers were the Shirley and 
the Norfolk. Both had cargoes from 
New York and were fully insured with 

merican underwriters. The Norfolk 
sailed from New York on September 13 
with a large cargo for Australian ports 
and on December 9 was wrecked by fire 
and beached near Port Albert. 

“Fortunately the steamer had dis- 
charged her Melbourne cargo and was 
proceeding to Sydney and Brisbane 
when the fire -was discovered. The 
cargo on the Norfolk when she sailed 
from New York was valued at almost 
$400,000, and the incomplete reports re- 
ceived by the underwriters here indi- 
cate that their loss will be about 
$150,000. 

“The Shirley sailed from New York 
on September 18 for Hong Kong by way 
of the Panama Canal and on Novem- 
ber 2 was abandoned on fire several 
hundred miles off the Chinese coast. 
The Shirley had a much larger and 
more valuable cango than the Norfolk 
and the loss to marine underwriters 
will be total. The cargo on the Shirley 
was valued at over $700,000. 

“Late last week word was received 
that the steamer Kelvindale went 
ashore on Anegada Reef, Island of 
Torto'a, in the West Indies. The Kel- 
vindale had a full cargo, loaded at 
Montevideo, consisting of hides, grain 
and meat products. The reports re- 
ceived here state that the vessel is in a 
serious position and the hu'l damaged 
to such an extent that it will have to 
be patched before efforts are made to 
pull the vessel from the reef. The 
marine underwriters agreed to appro- 
nriate $3,000 to send one of the Merritt 
& Chapman wrecking tugs to assist in 
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IVES, not protection alone, but that which 
G is equally important, the constant feeling 
of security. Aside from its efficiency when the 
fire does come, it repays its modest cost a hun- 
dred times a year in peace of mind. 

The convenient size of this extinguisher, its 
readiness and ease of operation will mini- 
mize the fire peril in school or factory, hotel 
or theatre, hospital or home. 

Write nearest office for full information-- 

send a postal now. 
Brass and Nickel-Plated Pyrene Fire Extin- 
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appproved Fire Appliances issued 
by the National Board of 
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Anderson, S.C. Buffalo Cleveland acksonville Oklahoma City St.Paul 
Atlanta Butte Dayton uisville hiladelphia Salt Lake City 
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PREPARING TO RETIRE 
Lumber Insurance Company to Cease 
Business Once Its Liabilities 
Expire 








Once its policies covering on lumber 
properties expire, the affairs of the 
Lumber Insurance Company of New 
York, will be wound up. While formed 
primarily to insure a special class of 
hazard, the Lumber Insurance Com- 
pany wrote general business as well. 
Risks of this latter class have been 
reinsured in the Western Assurance 
Company of Toronto. 








the work of salvage. If the Kelvindale 
proves a total wreck the loss to under- 
writers will run up to $200,000, while 
a general average loss will cost the un- 
derwriters at least $75,000. 

“The case of the steamer Isthmian 
of the American-Hawaiian Line is much 
more serious. The Isthmian hit on the 
rocks at San Benito Island, but sub- 
sequently floated with 26 feet of water 
in the forward hold. Wireless calls for 
aid were sent out and several naval 
boats responded, and an effort is being 
made to convoy the steamer into San 
Pedro. Details as to the cargo on the 
Isthmian have not as yet been received 
here, but the fact that American- 
Hawaiian vessels generally carry car- 
goes valued at $500,000 and upward 
makes it certain that the underwriters 
will suffer at least $100,000 loss unless 
the steamer founders while being taken 
into port. In the latter event the loss 
wculd be total. 

“Along the Atlantic coast the losses 
have not been very heavy this year. 
There have been several collisions that 
have caused losses ranging from $50,000 
to $100,000. The sinking of the United 
Fruit steamer Metapan by the Ameri- 
can-Hawaiian Line steamer Iowan in 
New York harbor caused a loss of at 
least $100,000.” 





CHECKING UP AGENTS 
Tennessee Commissioner Would Have 
Particulars Concerning Local 
Men in His State 





Insurance Commissioner J. W. Tay- 
lor, of Tennessee, intends to know the 


character of all men in his State act- 
ing as local insurance agents, and to 
that end has inaugurated a_ special 
service which becomes operative on the 


first of the year. The commissioner’s 
letter to the companies upon the sub- 
ject reads: 

“After January 1, 1915, each com- 
pany must report on the last day of 
each month (report to be forwarded 
to the department not later than the 
10th of the following month), or more 
often during the month if the com- 
pany wishes, the names of all agents 
whose services have been discontinued 
during the month, together with the 
exact reason for such discontinuance, 
which will be recorded on the agent's 
card opposite the name of the com- 
pany, and the agent notified that his 
authority to solicit business on behatif 
of said company has been discontinued. 

“In certifying the appointment of your 
agents to begin with the new year, 
your requisition should read: ‘From 
January 1, 1915, to December 31, 1915,’ 
and the exact business transacted by 
the company should, if possible, be 
given. You will also give the busi- 
ness address of each agent or agency, 

“It is also advisable that you go 
over your list and eliminate the names 
of those agents who are dead or whose 
services have been discontinued. Many 
such appointments have occurred each 
year, causing the company additional 
expense, often embarrassment, as well 
as embarrassing the department.” 





The entire Alabama business of the 
Equitable of Charleston, S. C., has been 
taken over by the Nord Deutsche of 
yermany. 
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PHILADELPHIA’S FIRE PROTECTION 


Recommendations of the National Board of Fire Underwriters 
for its Improvement 








In the opinion of the engineers of 
the National Board of Fire Underwrit- 
ers, who have recently concluded an 
investigation at Philadelphia “as to re- 
cent developments in respect to fire 
protection facilities, and to advise as 
to their improvement,” the following 
changes are deemed “of first impor- 
tance,” those marked with an asterisk 
being the most urgent: 

Fire Department 


1. Establish ladder companies in 
the vicinity of the following locations: 

*a. With Engine Company 20 in a 
new Station near the present location. 

*b. Broad street and Montgomery 
avenue. 

c. With Engine Company 40. 

*d. With Engine Company 41. 

e. With Engine Company 55 or 42. 

Note.—The ladder service is ex- 
tremely weak and the need of these 
five companies is especially apparent. 
Additional companies are at present 
needed at or near Washington avenue 
and 3rd street and Spring Garden 
street and Ridge avenue, but with the 
two nearest ladder trucks to each of 
these locations motorized, these two 
new companies would no longer be re- 
quired. 

*2. Purchase a new water tower and 
Place in service with Ladder Com- 
pany 2. 

Note.—The nearest water tower to 
this congested high value district is 
Water Tower 1, nearly 2 miles from 
Ladder 2. 

3. Establish an engine company in 
the vicinity of Chester avenue and 64th 
street. 

Note.—Unless the three nearest en- 
gine companies are motorized in the 
near future, additional engine compa- 
nies are needed in the vicinity of Ken- 
sington and Tioga streets and of Media 
and 54th streets. 

4. Establish regular and systematic 
tests of all engines and of the hose 
that has been in service over 3 years. 

*5. Replace during each of the next 
three years at least 10 of the old fire 
engines. 

Fire Alarm System 

6. Provide a more rapid extension 
of the underground system where 
ducts are available, particularly in all 
closely built sections, using No. 14 
rubber insulated copper wire with ex- 
tra heavy lead sheathing. 

7. Increase the number of box cir- 

cuits so that not more than 20 boxes 

shall be connected to any one circuit. 
Water Supply 

8. Provide for a reduction of the ex- 
cessively high rates of consumption by 
the more rapid installation of meters. 

9. ‘Provide for.the installation of the 
60-inch supply main from Lardner’s 
Point station to the distribution system. 

10. Provide all possible means for 


carrying out the general plan of the 
department, whereby the pressures in 
the congested value districts will ulti- 
mately be raised to approximately 90 
pounds. 

11. Provide a proper duplication of 
the controlling features in connection 
with the Torresdale and Lardner’s 
point stations as contemplated by the 
chief engineer, and rearrange especially 
the steam and discharge pipes at the 
iatter Station so that the faimre of 
any pipe will put but one unit out of 
service. 

Review of Present Conditions 

Reviewing the situation at the Quaker 
City for its members the National 
Board of Fire Underwriters says: 

This city was visited by Engineer J. 
H. Howland, December 14 to 16, 1914, 
to investigate as to recent develop- 
ments in respect to the fire protection 
facilities and to advise as to the im- 
provements considered to be most ur- 
gent. Following the issue of the supple- 
mentary bulletins of July 31 and Sep- 
tember 17, the Philadelphia Board of 
Trade, which had two years previously 
interested itself in the condition of the 
Fire Department, issued a report on 
October 19 through its Committee on 
Municipal Affairs, calling atttention to 
a number of defects and urging action. 

After interviews with the Director of 
Public Safety and the Mayor, the 
former consented to test in the near 
future all hose that has been in service 
for a period exceeding three years. In 
company with a prominent member of 
the Board of Trade, Mr. Howland in- 
terviewed influential members of the 
finance committee of Council and the 
Chief Clerk of Council, with encourag- 
ing results; we were assured that pro- 
visions would be made for replacing all 
of the hose which it was found neces- 
sary to abandon as a result of the re- 
cently authorized test, that further 
loan moneys would doubtless be made 
available in the next few months, and 
that upon receipt of a summarized 
statement of the more important Na- 
tional Board recommendations they 
would proceed to provide for carrying 
out those that upon investigation prov- 
ed to be urgent. 

Of the funds available from the $11,- 
300,000 loan bill of November 19, 1914, 
only $100,000 was apportioned to the 
fire department for the purchase of new 
apparatus. With this it is planned to 
motorize 5 outlying engine companies, 
one other engine now having a motor 
hose wagon, and two centrally located 
ladder trucks, and to purchase 5 new 
automobile ladder trucks and 2 auto- 
mobile combination hose wagons. It is 
possible also that provisions may be 
made for the purchase of 4 more auto- 
mobile combination wagons and one 
automobile pumping engine, for estab- 
lishing one new engine company and 
three additional hose companies. These 
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improvements are excellent ones, as 
providing quicker response in territory 
not at present adequately protected; 
they do not, however, offset the need 
of many of the companies recommend- 
ed in the 1911 report of the National 
Board. 


Approximately 50 per cent. of the 
engines at present in service are old 
and of an obsolete type, and it is diffi- 
cult to keep them in cgndition to de 
liver even as much as half their rated 
capacity. The establishment of new 
companies is doubtless of greater im- 
portance than the replacement of these 
old engines, but extensive repairs on 
these engines are certainly not justi- 
fied, and provision should be made 
each year for the replacement of a cer- 
tain number of the poorest ones; those 
responding to first alarms outside the 
limits of the high pressure districts 
should first be replaced. 

The fire-boat, although recently re- 
paired, is old and of very unsatisfactory 
type. 

The organization of the department 
has been materially improved since 1911 
by the enforcement of better discipline, 
improved civil service regulations and 
the thorough training of men in the 
recently established drill school. 

In connection with the fire alarm 
system, no provisions have as yet 
been made for any material increases 
in the number of box circuits, which 
are seriously overloaded, and the un- 
derground system is not being extend- 
ed as rapidly as it should be, but the 
conditions at headquarters are in pro- 
cess of a general remodelling, prac- 
tically all fire alarm boxes are now 
equipped with keys attached under 
glass guards, and much improvement 
has been effected in the aerial distribu- 
tion by a large amount of reconstruc- 


tion work. The plans provide for 
equipping a new protector board, fire- 
proof shafts and conduits for cables 
entering headquarters from opposite 
sides of the building, a new switch 
and testing board to provide for 200 
circuits, the gradual replacement of the 
batteries and present operating boards 
with the installation of a complete 
set of motor generators, the abandon- 
ment of all wood cabinets and substi- 
tuting pressed steel, at the same time 
bringing the operating instruments in 
a much smaller space, providing shear- 
ing registers for all incoming alarms, 
and replacing the present wood floor- 
ing with mackite and concrete. No 
funds were provided for fire alarm 
equipment in the new bill. 

As to the water supply, it is planned 
to install a 48 and 36-inch belt line 
supply main for South Philadelphia, a 
48 and 36-inch supply main across the 
central portion of West Philadelphia, 
preliminary filtration and sedimenta- 
tion basins at the Torresdale plant and 
the expenditure of about $100,000 for 
reinforcement of the general system 
of distribution. 

As may be judged from the fact 
that the average annual per capita ex- 
pense of maintaining the Philadelphia 
Fire Department has for years ap- 
proximated 55 per cent. of that borne 
by the 12 other largest cities of the 
United States, there are many fire de- 
partment and fire alarm improvements 
which are_urgent. 


APPOINTS WASHINGTON AGENTS 

Metzerott, Marshall and Livington 
have been given the Washington, D. 
C. general agency of the General Fire 
of Paris, which Company has newly 
been licensed in the territory. 
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80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 


fairness. 








Fidelity (Fire) Underwriters 


Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 


Combined Assets $42,586,574 
Policyholders Surplus $23,743,555 


“An Agent Is Known by the Companies He Keeps” | 
Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 


OF NEW YORK. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 
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NEW JERSEY NOTES | 





A BROKER'S CLEVER COUP 


INVITED TO TALK CUT RATES 








H. Billetter, of Philadelphia, Will Pose 
as “Expert” Before Summit Busi- 
ness Men 





Trenton, 'N, J., Dec. 23, 1914. 
Editor The Eastern Underwriter: 
Replying to your favor of Decem- 
ber 21 we would state that neither 
H. Billetter, of Philadelphia, or the 
Co-Operative Insurance Agency 
have been licensed by this Depart- 
ment as insurance brokers for the 
present year of 1914. 
iNew Jersey Department of Banking 
and Insurance. 
C. A. Gough, Assistant Deputy. 











The activities of H. Billetter, who 
runs the Co-operative Insurance Agency 
in Philadelphia, are attracting con- 
siderable attention among insurance 
men, particularly since he has been 
lucky enough to be asked by the Board 
of Trade of Summit, N. J., to address 
that body in January. Mr. Billetter’s 
invitation came as a result of a letter 
he sent to the Board of Trade in which 
he criticised the Ramsay anti rate-dis- 
crimination act, and expressed a will- 
ingness to come to Summit as an ex- 
pert and tell the business men there 
why their rates should be lower. 

Philadelphia Broker 

The Eastern Underwriter has made 
inquiry in Philadelphia regarding Mr. 
Billetter and his agency and it finds 
that his principal business is that of 
an insurance broker. His specialty is 
said to be lumber lines. At one time 


he represented the Lumber Insurance- 


Company, 84 William street. Then he 
started in business for himself. Until 
recently he gave that Company con- 
siderable business, which, a representa- 
tive of the Company, said: 

“We accepted on a strict brokerage 
proposition, the same as we would ac- 
cept from any other broker.” 

Mr. Billetter’s office is in Chestnut 


street. On the door appears the 
names Laumbermen’s Insurance  Cor- 
poration Agency, United Insurance 


Corporation Agency. 

A man sent to Billetter’s office and 
claiming to be a property owner in 
Camden, N. J., who was dissatisfied 
with his rate, asked whether or not the 
Co-Operative Insurance Agency could 
write his business and in what com- 
panies. The stenographer in charge 
replied that the office could place the 
business “in any non-board company” 
and at a cut rate. This was the only 
definite information she would give re- 
garding the companies. 

Good Advertising 

From these facts it will be seen that 
Mr. Billetter will appear in Summit as 
a broker who claims to have something 
to sell at a cut price. In the success 
of this scheme to date he is to be con- 
gratulated. It is advertising that is 
worth a lot of money to him. Any 
other broker in New York, Philadel- 
phia, Newark or other city who makes 
a specialty of cut-rate business—when 
he can find companies to take it— 
would welcome an invitation to appear 
before such a representative body of 
business men and present their cases. 
If the Summit Board of Trade merely 
wishes to learn about rate cutting 
there are a thousand or more brokers 
who will take a train there any time 
and tell them why there should be no 
standard of rates. A State with wide- 
open rates simply gives them another 
leverage with which to sell insurance. 

But do the business men of Summit 
want discriminatory rates? Do they 
believe that of three men who own 
factories of the same hazard, physical 
condition and equipment the lowest 
rate should go to the man who can 
make the best business bargain with 


a broker or an unlicensed company? 
Or do they believe that there should 
be a square deal for everybody, big 
interest or small, in other words that, 
rating should be by merit and not by 
favoritism. The Ramsay Act does not 
permit rate injustice. Neither influ- 
ence nor money can get a rate con- 
cession. Rates are scientifically made, 
and every rate, board or non-board, is 
filed with the Commissioner of Bank- 
ing and Insurance. If any one feels 
aggrieved over a rate he has only to 
communicate with the Commissioner 
of Trenton to have it remedied. Rules 
and forms are also uniform under 
the law. 
Commissioner Has Most 
Knowledge of Rates 

If the Board of Trade of Summit 
wants to know more about the opera- 
tion of the Ramsay Act why not get 
in touch with the Commissioner of 
Banking and Insurance, the one man 
in the State who has a complete and 
entire knowledge of State rates, in- 
stead of permitting a shrewd broker 
to “put one over.” 

If Mr. Bil'etter is a rate expert that 
fact has so far escaped the attention 
of underwriters. How does he know 
that rates are adequate or inadequate? 
What experience has he had in rate 
making? Does he not want to pull 
down the bars so that in the scramble 
for business that will follow he will 
get a share denied him under present 
conditions when every rate and every 
form are an open book? And 
in this connection it is interesting to 
note that the Insurance Commission- 
ers, at their Hotel Astor conference in 
New York, went on record as endors- 
ing such anti-rate discriminatory laws 
as those of New York and New Jersey. 


Complete 


FRED J. COX SPEAKS 


Tells Bergen County Agents of Activi- 
ties of Local Agents 
Association 





Fred J. Cox, of Perth Amboy, presi- 
dent of the New Jersey local agents’ 
association, was the principal speaker 
at a dinner given by the Bergen County 
Underwriters’ Association in Ruther- 
ford, N. J., a few nights ago. He made 
a plea for a larger membership of the 
agents’ State association, saying that 
it was doing a lot of good and was 
gaining in power and prestige. Some 
Bergen County agents already belong, 
but he wants more of them to join. Mr. 
Cox also explained the operation of the 
Ramsay act, a popular pursuit now, but 
agents cannot learn too much about 
this law. 

T. C. Moffatt, of Newark also spoke. 





NO CAMDEN PROBE 
Evidently the Camden rate investiga- 
tion has died a bornin’. Nothing has 
been heard about it since the original 
splurge in the Camden newspapers. 


L. & L. & G. MANAGER 
(Mathias J. Price, the new president 
of the Insurance Society of Newark, 
has been manager of the Liverpool & 
London & Globe for six years. 


ANNUAL MEETING NEXT MONTH 

The annual meeting of the directors 
of the New Jersey Fire Insurance Com- 
pany wiil be held next month. The 
old board of directors was re-elected 
at a meeting this month. 





CHANGE BY AACHEN & MUNICH 
Louisiana representatives of the 
Aachen & Munich, will after January 1 


-Treport to the New Orleans general 


agency of J. D. Kitchen and Brother, 
instead of to J. S. Aldehoff & Company 
of Dallas, Texas. The change is for 
convenience in’ reporting merely. 











Capital Stock - - 
Liabilities - 


Net Surplus - . 
Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


P. L. HOADLEY, President 


- $1,000,000.00 
5,452,043.92 

- _ 300,000.00 

- 3,252,859.29 


- $10,004,903.21 


Cc. W. Bailey, V. Pres't. 
A. C. Cyphers, Treas. 


























Authorized Capital $500,000 


Brirnit National Fire 
Insurance Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 











John C. Paige Co. 


INSURANCE 
65 Kilby St. Boston, Mass. 














Re-Insurance Reserve 


N EAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. 


Statement January 1, 1914 
Capital Stock,.......csscccesecess 


Reserve for Unpaid Losses and All Other Liabilities... . 
ya So ee 
TOTAL, ABBETS.. . 0002 cccesecese 
During a successful record of 58 years this Company has paid losses exceeding 


$ 14,000,000.00 


DANIEL H. DUNHAM, President 
JORN KAY, Vice-President and Treasurer 


$1,000,000.00 
2,845,185 81 
273,985.87 
2,720,038.31 


$6,839,209.99 


A. H. HASSINGER. Secretary 
J. K. MELDRUM, Assistant Secretary 











JOIN IN AN EDISON REPORT 


TO TELL ALL PHASES OF FIRE 
National Board, New York Board and 
New Jersey Rating Office 
Experts Investigate 





Because of the importance from an 
engineering standpoint of the Edison 
fire the National Board, the New York 
Board of Fire Underwriters and the 
New Jersey Rate Expert’s office have 
joined in the preparation of a report 
which will be made public some time 
in January. 

Professor Ira Woolson, of the Na- 
tional Board, will take up the struc- 
tural features of the plant, with par- 
ticular reference to the much-discussed 
cement used in the newer buildings; 
F. J. T. Stewart and Charles H. Fisher 
will discuss ‘other features, the latter 
taking up the fire from inception and 
showing the manner in which it burned; 
the former the occupancy. 

Before any conclusions are drawn 
regarding this building material it 
should be understood that the fire was 
a particularly hot one by reason of the 
contents of the buildings, while the at- 
mosphere was particularly cold, a com- 
bination that would make any wali re- 
sist fire. with difficulty. 

The loss has not been adjusted yet. 
The Middle States Inspection Bureau 
is also preparing a report on the 
Edison fire. 





MAKING MONEY OUT OF WATER 





Edison Fire Again Proves That Public 
Should Own Waterworks, 
Says Moffatt 





Thomas C. Moffatt, former president 
of the Insurance Society of Newark. 
went to the Edison fire, accompanied 
by Captain Martin, of the Newark 
Salvage Corps, and taking off his coat 
drew a line of hose into the office build- 


ing of the Edison plant, and with Cap- 
tain Martin is credited by insurance 
men with saving the office building. 

While Mr. Moffatt did not care to 
discuss his fire fighting feat he did talk 
about the question of privately-owned 
water systems, and he said to a repre 
sentative of The Eastern Underwriter: 

“The lack of water at the Edison 
fire, taken in connection with a similar 
failure of water supply at other fires 
in New Jersey, is another example 
proving that privately-owned water de- 
partments should not be _ permitted. 
They are an expensive luxury to the 
community. The failure of water at 
the Edison fire was unquestioned. With 
an adequate water supply there is no 
doubt that the fire could have been 
checked. Every municipality should 
own its own water shed. No one should 
be permitted to make money from 
water any more than they should from 
air. Water is on the surface of the 
earth for everybody’s benefit, and we 
all have the right to use the water- 
ways of the country. One does not 
have to be a socialist to feel this. 

“If the buildings immediately adjoin- 
ing the buildings where fire started 
were protected with wired glass win- 
dows and standard fire doors, it is 
quite likely that the local department 
would have been able to hold the fire 
even with the shortage of water. With 
wired glass windows and standard fire 
doors the fire would probably have 
burned itself out where it started.” 





The Insurance Company of North 
America has transferred its Baltimore 
agency to Parr and Parr. In addition 
to the Company named this progressive 
firm now represents the General of 
Paris and the American of Newark. 





At the annual meeting of the Read- 
ing (Pa.) Underwriters Association, 
officers for the new year were chosen 
as follows: President, W. M. Deisher, 
vice-president, D. I. McDermott; sec- 
retary-treasurer, Harry B. Weard. 
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DESTROYS PRINCIPLE OF INSURANCE 


New York State Fund’s Dealings with Lackawanna Steel and 
Larkin Soap Companies -How Does Public Know 
State Fund Can Make Good? 








The theory of insurance is distri- 
bution of loss. 
When the Insurance Department 


obtained legislation permitting the or- 
ganization of mutual companies it re 
quired that not less than forty em- 


ployers should be included with the 
idea of getting a good insurance 
average. Upon this theory the mutual 


companies were permitted to organize 
and write compensation insurance. 


Argument of State Fund 


Now the State Fund of New York 
State says to the Lackawanna Steel 
and other large corporations: “Come 
into the State Fund. Our administra- 
tion expenses are paid by the State so 
that we can afford to give you a lower 
rate than the stock companies can be- 
cause their operating expenses are so 
high. You are relieved by us of all 
liability because the stock company 
can fail, the mutual company can fail 
and in that contingency the insured 
would have the right of action against 
you in the courts. We will give you a 
20 per cent. lower rate than the stock 
or mutual companies, and we will open 
an account with you. If the premium 
that we collect from you is sufficient 
to pay your losses well and good. If 
there is a surplus we shall give it back 
to you in the form of a dividend. If 
there is a deficit we shall pay it out of 
the general fund.” 


So a lot of people have insured in 
the State Fund expecting that they will 


get a dividend back. How are’ they 
going to get dividends if an arrange- 
ment such as this is made with indi- 


vidual insurers? Their dividends that 
would eventually be returned to them 
will not be returned if the State Fund 
got to make up deficiencies for 


has 


UNIFORM BLANKS 





Michigan Agents Order Free!y—Local 
Agents Association’s Work in 
Thig Direction Appreciated 





Manager William T. Benallack of the 
Michigan Inspection Bureau advises 
President C. F. Hildreth of the National 
Association of Local Fire Insurance 
Agents, that the official endorsement 
blank of that association has _ been 
adopted as the official form of the 
Michigan Inspection Bureau, and that 
85,000 copies thereof have been fur- 


nished on request to Michigan agents 
so far. 

Manager Benallack states that the 
adoption of the form by the Michigan 
3ureau undoubtedly will result in its 


general adoption as the Michigan forms 
are being used as a standard. 
The endorsement blank issued by the 


Michigan Bureau is entitled “Uniform 
Standard Michigan” blank. The Na- 
tional Office is now printing a pre- 


liminary edition of 100,000 endorsement 
blanks to supply agents who have re- 
cuected the same. It may not be amiss 
to state that the National Association 
has expended some $2,000 in perfecting 
uniform blanks, to say nothing of the 
time put in by the officers and com- 
mittees in connection therewith. This 
work is practically a gift conferred on 


the insurance fraternity at large, 
since it now seems likely that the 
blanks will be universally adopted and 


will be used largely by local agents and 
companies without any reminder that 
the National Association of Insurance 
Agents is responsible for the results. 
A USEFUL GIFT 

Fred S. James & Company of New 
York and Chicago, are presenting their 
friends with a convenient pocket memo- 
randum book bound in real leather. 
The Eastern Underwriter is among the 
favored, and is duly appreciative. 








the Lackawanna Steel Company and 
the Larkin Soap Company that are be- 
ing insured under this plan. 

Is It Legal 

And, there is another point: Can 
they do this under the law? Certainly 
it destroys the principle of insurance 
for the State to pay administration ex- 
pense, to relieve assured from lia- 
bility, to give assured back any moneys 
that are earned, to make up deficits 
that exist. If they permit such conces- 
sions to influential individual assured, 
why should not the plan be made gen- 
eral so that all policyholders could be 
similarly benefited? 

Some of the mystery about the State 
Fund’s operations are being revealed. 
At the meeting of the Civic Federation 
.t the Hotel Astor this month Senator 
Wainwright said that the State Fund 
had had 20,000 claims presented to it, 
and that 12,000 of them had been paid. 
As is known the State Fund started 
out with a fund of $100,000. It has 
heavy operating expenses of its own. 
How much has been received in pre- 
miums is not known yet. But regard- 
less of the fact stated by a member of 
the Fund that it is backed by the moral 
support of the State of New York there 
is a pertinent question as to just how 
far this moral support will extend in 
case Of such a catastrophe as the 
Triangle Shirt Waist Fire. 

Sharp Business Methods 

The methods of the State Fund in 
soliciting business are being roundly 
censured by agents and brokers. How 
the Fund got a list of expirations of 
the stock companies is not known. That 
these expirations were solicited, how- 
ever, has been proven, although state- 
ment is made that such _ solicitation 
was cal'ed off before it had sone far. 


URGES ADDITIONAL LAWS 

In the opinion of Superintendent of 
Insurance C. F. Nesbit, of the District 
of Columbia, “there is urgent need for 
additional insurance law here.” While 
Mr. Nesbit does not recommend any 
particular measures, he refers ap- 
provingly to the United States Su- 
preme Court decision affirming the 
rights of States “to fix and regulate 
rates for fire insurance.” We quote 
Superintendent Nesbit in this con- 
nection: 

“It marks the era when public rate- 
making replaces private rate-making. 
It is possible and probable that public 
rate-making based on schedules and 
classifications will result in such ad- 
justments in fire insurance rates as 
will tend almost automatically to re- 
duce defects and hazards .in buildings, 
thus acting constantly and powerfully 
to decrease the annual fire waste of 
this country.” 


ASSESSMENTS BY STATE FUND 


AN OPEN QUESTION 





REMAINS 





Fund Has Declined to Guarantee on 
Policies That There Will 
Be \No Assessment 





The Eastern Underwriter has re 
ceived the following letter from an up- 
State agent: 

Editor The Eastern Underwrit- 
er:—The management of the State 
Fund has just sent out a letter 
soliciting business, in which it 
makes ten statements of its “superi- 
ority” over the stock company in- 
surance. The second statement in 
this letter says: “No policyholder 
will be assessed for any amount in 
addition to the premium.” 

This statement is apparently the 
crux of the situation. You will re- 
call the discussion and arguments 
over this last July. The purpose 
of the letter is to ask if you know 
of any decision regarding this 
assessment feature named in the 
law which decision is separate and 
distinct from the resolution passed 
by the State Workmen’s Compensa- 
tion Commission disclaiming this 
feature and the Commission’s intent 
not to enforce it. 

Upon inquiry The Eastern Under- 
writer learns that there has been no 
such decision. As a matter of law the 
Commission cannot make any such de- 
cision. The only authority for the 
statement made in the letter of the 
Fund is the declaration on the part of 
the Fund that it will not make any 


assessment. So far as the companies 
can ascertain this is without legal 
authority. 


The question of the assessment of 
the assured is entirely an open one at 
the present time. The statement has 
been made that the State Fund has 
heen asked to endorse on its policy a 
guarantee that there will be no assess- 
ment. This the State Fund has de- 
clined to do. 





SUSTAINED UPON APPEAL 

By unanimous opinion of the Appel- 
late Division of the Supreme Court, 
the judgment previously obtained by 
the National Surety Company of New 
York, against Lecky & Ruffin, Inc., of 
Richmond, Va., was sustained. The 
suit was instituted by the National to 
recover -from its former agents pre- 
mium balances claimed. As an offset 
Lecky & Ruffin, Inc., alleged they 
were entitled to commissions upon a 
large surety bond. 


PHILADELPHIA BRANCH OFFICE 

In line with the policy of Secretary 
Mitchell of the Commercial Casualty 
Company of Newark, N. J., to progress 
along proper lines, the Company has 
established a branch office at Philadel- 
phia, under efficient management. The 
office is equipped in every respect for 
the securing and dispatching of busi- 
ness, the parties in charge having 
proven their capacity. 


KENTUCKY ACT VOID 





Its Compulsory Feature Renders Law 
Unconstitutional Court 
Decides 





Holding that the workmen’s compen- 
sation law of Kentucky was compul- 
sory and not elective in its application, 
the State Court of Appeals decided the 
entire act unconstitutional. A strong 
dissenting opinion was written at the 
same time by the minority judges. 





PUBLIC OFFICIAL BONDS 

With the dawn of the new year thou- 
sands of State and municipal officers 
will be assuming their public duties 
for the first time. While many of these 
have already furnished their fidelity 
bonds, others doubtless have over- 
looked the requirement, and the alert 
agent will still be able to do a lot of 
effective eleventh hour soliciting. The 
trained agent, moreover, familiar with 
practices in municipal bodies, will be 
in a position to give valuable hints to 
the new office holders, which will be 
appreciated by the latter, inducing re- 
turn courtesies. Steady cultivation of 
public officials always pays, and the 
experienced agent never neglects this 
profitable business avenue. 





FOURTEEN COMPANIES FAVORED 

Fourteen surety companies were 
selected to furnish the $250,000 bond 
required of the St. Paul, Minn., city 
treasurer, and the $60,000 bonds re 
quired of the six county commissioners 
for the new year. The premium on 
the treasurers bond was $625 a year, 
and that of the county commissioners 
$25 each, per annum. 





AUSTRIAN COMPENSATION LAW 

Harold G. Villard has reviewed and 
carefully analyzed the experience had 
in Austria under the accident compen- 
sation law adopted by that government 
in 1889. The work, which is of peculiar 
interest to underwriters and labor em- 
ployers jin this country because of the 
widespread adoption of workmen’s com- 
pensation laws here, is being pr nted 
and distributed by the Workmen’s Com- 
pensation Publicity Bureau. 





MONEY FOR NEW AMSTERDAM 
Through an arrangement made with 
the New Orleans Casualty Company of 
New Orleans, the New Amsterdam Cas- 
ualty Company of this city, will add 
very substantially to its capital, assets 
and net surplus. On the other hand 
the Louisiana corporation stockholders 
will secure shares in a strong, well offi- 
cered institution having extended and 
highly valuable field connections. 





RENEW STEAM BOILER INSURANCE 

Insurance upon the steam boilers be- 
longing to the Hartford, Conn., fire de- 
partment has been renewed in the 
Hartford Steam Boiler Inspection and 
Insurance Co. 








ASSETS. 


Real Estate (Equity) 
Mortgage Loans 
Bonds (Market Value) 





Agents Balances 
' Interest and Rents due and accrued 
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Cash in Banks and Office.......... 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Department of the District of Columbia 





LIABILITIES. 
...+- $254,500.00 | Outstanding Fire Losses............... $32,869.54 
aera 246,850.00 | Unearned Premium Reserve....... ete 203,091.15 
.... 868,797.60 | Accrued charges on Real Estate... 5,208.43 
Paeeeea 89,182.43 | All other Liabilities.................. 5,311.09 
ere 64,650.96 | Capital Full Paid......... vad bee ee eee 848,527.50 
ee SD 1 SE OE PUES vc cer wccncccewssces 37,560.00 
Miers ef EE Siw eens aseuned stew eeassaseac — e 
....$1,556,808.57 EE bin Made pw bans wee ca ee Oe $1,556,808.57 
Surplus to Policyholders, $1,310,328.36 
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Casualty and Surety News 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YoRK 


Western Department: 4 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, ill. San Francisco, Calif 











SUPERINTENDENTS ORGANIZE 





Business Getters in Industrial Branch 
of General Accident Form 
Association 
Feeling that an organization of active 
business producers would prove mutual- 
ly helpful representatives of the Gen- 
eral Accident of Scotland, met in New 
York city several days ago, and formed 
the Superintendents Association of the 
Weekly Department. The gathering 
was held at the Hotel Cumberland, 
the following named being chosen 

officers for the new year: 

President, T. W. Leonard; vice-presi- 
dent, Morris Green; secretary, J. F. 
Phillips; treasurer, S. B. Hoge. 

The interesting business sessions of 
the gathering found a fitting conclusion 
in a banquet, the guests including the 
following named officers of the Com- 
pany: 

C. Norrie-Miller, United States man- 
ager; E. O. Howell and Walter L. 
Schnaring, assistant United States 
managers; Le Roy Wood, department 
manager; J. H. Prickett, assistant de- 
partment manager; L. N. Ambler, in- 
dustrial underwriter, and Messrs. Carey 
and Schley, claim department man- 
agers. 

“The United States manager con- 
gratulated the Weekly Department on 
its good work during the year, and 
expressed his gratification at the fact 
that the superintendents had been en- 
terprising and progressive enough to 
form an association among themselves 
for their mutual advantage and the 
good of the business of the department. 

“E. O. Howell, assistant United 
States manager, whose connection with 
the corporation goes back beyond the 
period when the Weekly Department 
was inaugurated, was introduced by the 
toastmaster, Mr. Green, as one who 
had assisted at the birth of the depart- 
ment, and in responding Mr. Howell 
briefly reviewed its career, and said 
that while entertaining pleasant recol- 
lections of the natal day of the Week- 
ly Department, he had no desire to 
assist at its obsequies, and, judging by 
the lusty growth and vigor of the de- 
partment, under Mr. Leonard’s able 
management, he had every confidence 
that the Weekly Department would 
continue to flourish, and that his ser- 
vices as an honorary pallbearer would 
not be needed.” 

















NOT A HOWLING SUCCESS 


STATE 





INSURANCE PERILS 





Citizens of Wisconsin, Washington and 
Michigan Fail to Enthuse 
Over Proposition 





Advocates of State insurance will 
find little to encourage their precon- 
ceived theories upon the subject in 
the results experienced in Washington 
and Wisconsin, where the scheme has 
been given a fair trial. Wisconsin has 
the reputation of being a highly pro- 
gressive commonwealth, and last year 
decided to adopt State life insurance. 
So far from enthusing over the results 
attained after twelve months’ effort, 
the citizens overwhelmingly defeated 
the proposition to extend the project 
to fire insurance, wisely concluding 
that private companies could be count- 
ed upon to furnish the indemnity far 
more cheaply and satisfactorily than 
could the State. 

Reviewing the general subject of 
State insurance, the management of 
the National Casualty Company, of 
Detroit, says: 

“State insurance seems to find the 
road rougher as it tries to progress. 
We say tries, because it appears that 
progress will be difficult, if not im- 
possible. Some States have tried it, 
some are trying it, others are consider- 
ing it, but it is a dubious proposition. 
If reports ‘are dependable, every line 
of State insurance is traveling through 
troubled waters, and some of the jolly 
tars who are serving as crew are sing- 
ing that pathetic song, ‘Oh, Mr. Cap- 
tain, stop the ship, we want to get 
off and walk. Everything seems whirl- 
ing round, and our heads go flippity flop.’ 

“Washington claims to have made 
a great success of compulsory State 
Compensation Insurance and to be 
quite solvent, but there are those who 
claim and assert they can prove other- 
wise. The questions of rates, reserves 
and pending claims, are the rocks on 
which divergent opinions split. Wis- 
consin claims great success for its 
State Life Insurance, but the voters 
exercised their privilege of crushing 
the recent proposition to extend State 
insurance. Again the question of ade- 
quacy of rates and the more important 
question of future security was not 
viewed by State officials and public in 
the same light. Michigan’s Industrial 
Board is in a wrangle over the proposi- 
tion that politics and not business 
controls and is served. * * * 

“The Michigan voters last month 
polled a large negative vote on the 
proposition of a new form of State in- 
surance. New York and Ohio are not 
satisfied with what they have done. 
Arbitrary and unreasonable laws were 
passed and even more arbitrary and 
unreasonable rulings, due largely to in- 
experience, have been made. The pub- 
lic isn’t in position to find out just 
how matters stand. Why wouldn’t it 
be a fair test of worth to subject all 
State insurance to the same kind of 
an examination that is accorded to or 
inflicted upon companies? The trail of 
the fine-tooth comb looks like the 
track of a harrow compared with the 
trail of a bunch of examiners when 
they get through with a company. It’s 
all right at that. We commend just 
such searching investigation. Public 
interest justifies and demands it. But 
why not have it the other way about, 
as well? Let a committee of company 
experts annually examine State insur- 
ance. There are plenty of efficient 
men who would be only too glad to 
work five hours per day and charge 
$10 per day hotel bill plus salary. Exact 
the same system of minute detail of 
record-keeping, exact the same re- 
serves, exact the same kind of super- 
vision. Publish the result, then we will 
all know beyond doubt or misgiving, 
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New Accident and Health Policies 
AMERICAN LEADER DISABILITY OR ACCIDENT POLICIES 
Premium 20% less than other policies giving 
the same weekly indemnities. 
IDEAL DISABILITY OR ACCIDENT POLICIES 
Broader and better than any other on the market 


“Not necessarily confined to the House,” at no extra cost 


INTER-COMMERCIAL DISABILITY OR ACCIDENT POLICIES 
Pay large indemnities for accidental injuries or illness. 
policies giving the same weekly indemnities 


Also Fidelity and Surety Bonds and Burglary Insurance 
W. T. WHELAN, Resident Manager, 80 Maiden Lane, New York 


AMERICAN FIDELITY COMPANY - 


No “Frills” 


Pay full weekly indemnity for total 


Premium 30% less than other 


Montpelier, Vermont 








RESIGNS PRESIDENCY 





Ill Health Impelis J. R. Bonnell to 
Leave Indiana and Ohio Live 
Stock Insurance Co. 

John R. Bonnell, president of the 
Indiana and Ohio Live Stock Insurance 
Company of Crawfordsville, Ind., will 
retire from the active management of 
the Company, next month, on account 
of ill health, and his desire to regain 
his strength by freeing himself from 
the large responsibilities that naturally 
devolve upon the head of an institution 
of this kind. President Bonnel assum- 
ec active control of the Company al- 
most ten years ago and during that 
time the Indiana and Ohio Live Stock 
Company has become the leading in- 
stitution of its kind in the United 
States. It now operates in twenty-six 
States. The year 1914 has been one 
of the most prosperous the Company 
has ever experienced and in retiring 
from active service. Mr. Bonnell may 
well feel proud of the marked success 
that has been attained by his manage- 
agement. Hig successor will be chosen 
by the Board of Directors, following the 
annual meeting of the stockholders on 

January 19, 1915. 





COMPENSATION ISSUE RAISED 





Connecticut Commissioner Asked to 
Decide Whether Contractor or 
Sub-Contractor is Liable 





Compensation Commissioner Chand- 
ler of Connecticut has been asked to 
decide whether a general contractor or 
a sub-contractor is primarily liable for 
injury suffered by an employe of the 
latter. The case grows out of an acci- 
dent that occurred some days ago dur- 
ing the construction of the Y. M. C. A. 
building at Hartford. Two casualty 
writing companies, the Aetna and the 
Globe Indemnity, are interested in the 
ruling. 





HART A FREE LANCE 

After thirty years experience as a 
company official, Gerald E. Hart has 
opened an office at Jacksonville, Fla., 
and is prepared to take up independent 
work, in the way of adjusting insur- 
ance claims, collecting agency balances 
or performing confidential work for 
companies in which his long and inti- 
mate knowledge of insurance practices 
would be of great value. Mr. Hart is 
one of the most original thinkers in 
the casualty field, and many of the in- 
demnity forms in general use are his 
creations. 





and, above all, divorce any system 
from politics. 

“We don’t believe in State insur- 
ance, because it is a branch of legiti- 
mate business, and no State should 
have the right to engage in competi- 
tion with its citizens or to pre-empt 
their business. If every State would 
see to it that rigid economy was prac- 
ticed by all branches of the Govern- 
ment, and cities and counties did the 
same, the benefits would exceed, times 
over, any possible good results from 
any and all forms of State insurance.” 


HARD ON SMALL EMPLOYER 
Compensation Act Discriminates 
Against Him in Favor of Men 
With More Money 





Considerable complaint comes from 

small employers of labor in New York 
State, especially those who employ 
one or two men, and part of the time 
do the work of the ordinary work- 
man themseves, in that they and their 
families are not protected by compen- 
sation in the event of injury or death. 
Many of these smaller employers find 
that their principal asset is to work 
alongside of their men. 
‘ An officer of a corporation, if injured, 
is compensated, but the smaller em- 
ployer who does not operate through 
a corporation gets nothing. Provision 
should be made permitting the small 
employer to come under the act, pay 
his premium and be in the same posi- 
tion to get compensation as a work- 
man or an employe. 





REORGANIZES FINANCIALLY 





National Fidelity & Casualty Company 
of Omaha Issues New 
Stock 





In lines with plans determined upon 
by David W. Armstrong, Jr., soon after 
he gained control of the National Fi- 
delity & Casualty Company, of Omaha, 
the institution will be financially re- 
organized. To make good an impair- 
ment of $67,529, the capital has been 
cut in half, and the funds thus re- 
leased, $100,725 transferred to surplus. 
A new issue of 1,512 shares has been 
made, the stock selling for not less 
than $125 per share, the premium go- 
ing to swell the surplus fund. 

President Armstrong also plans ma- 
terial changes in the underwriting 
policy of the National Fidelity, the 
execution of which he is confident will 
place the Company upon the under- 
writing map. 





PENNSYLANIA LEGISLATION 





State Federation of Labor to Consider 
Workmen's Compensation Bill at 
Special Meeting 





So important is workmen’s compen- 
sation regarded by the labor interests 
of Pennsylvania, that a special meeting 
of the legislative committee of the 
State Federation of Labor has been 
called for January 18 to consider the 
subject. 

As a preliminary to the legislative 
session, the State industrial accidents 
commission has arranged to hold a 
hearing in this city December 18 and 
19, at which bills other than those pre- 
pared by the commission will be pre- 
sented and argued. 





REMAINS WITH THE OCEAN 


A. C. Vreeland, of New Orleans, who 
had planned to leave the service of the 
Ocean Accident & Guarantee Corpora- 
tion to assume the local management 
of a rival company, has reconsidered 
the matter, and decided to continue 
with his first love. 
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NEW INDIANA LEGISLATION 


WORKMEN'S COMPENSATION BILL 








Features of Measure Prepared Under 
Direction of State Association of 
Manufacturers and Commerce 





Special features of the workmen’s 
compensation bill prepared under di- 
rection of the Indiana Association of 
Manufacturers and Commerce, and to be 
offered at the next session of the State 
Legislature, among others, embrace the 
following: The appointment of a com- 
mittee of three to investigate all dis- 
putes and disagreements in regard to 
compensation claims and render de- 
cisions, but either party would have 
the right of appeal to the courts on 
questions of law. All compensations 
would be paid in weekly payments. 

Under this bill, in case an employe 
was killed while at work or died as a 
result of such injuries, those dependent 
on him would receive compensation for 
three hundred consecutive weeks, and 
$100 for funeral expenses. The word 
dependents includes widow or widower 
and all children until they are sixteen 
years old. 

For Total Disability 

For total permanent disability the in- 
jured person would receive compensa- 
tion for ten years. Permanent total 
disability would include loss of both 
eyes, or both legs, or both arms, or 
injury to spine or injury to skull that 
produced insanity or imbecility. 

Permanent partial disability, like the 
loss of a finger or toe, would be com- 
pensated according to the industrial 
value of the member lost. The amount 
would be determined by the board. 

In case of a disfiguring accident the 
amount of compensation would be de- 
termined by the board, but the weekly 
payments of compensation would not 
exceed 125 weeks. Mr. Alexander 
spoke of a case in which a factory 
girl’s nose was cut off by broken glass 
in a door. He said this class of acci- 
dents should be compensated. | 

The bill provides that compensation 
for injuries shall be paid on the basis 
of 50 per cent. of the salary of the in- 
jured person, but that the maximum 
amount of compensation shall be not 
more than $10 nor less than $4 a week. 

Certain Class Exempted 

Domestic servants, agricultural labor- 
ers and casual laborers, meaning those 
temporarily employed would be exempt- 
ed from the operation of the law, and 
in case of injuries they would have 
no recourse for damages except by a 
suit at law in the courts. Mr. Alex- 
ander said he thought these classes 
ought to be included in the compensa- 
tion law, but that he had omitted them 
as a matter of expediency, because he 
believed the bill would stand a better 
chance of passage with these classes 
excepted than if they were included. 
He said the farmer members of the 
legislature would be more likely to 
vote for the bill. 
passed in this form, he said, these 
classes could be brought in later. 

It had been suggested, he said, that 
the operation of the law be limited to 
empoyers of five or more employes, 
but that this had not been adopted. 
The bill covers every employer and 
every employe, regardless of how large 
or small the number may be. The bill 
also covers employes of Indiana em- 


If the bill could be . 


ployers that may be working tem- 
porarily in other States. 
Automatically Bound 

The bill says that every employer and 
every employe, with the exception of 
the classes named as exempt, shall be 
automatically bound by the compensa- 
tion law. But any employer or em- 
ploye may reject the law at any time 
by giving thirty days’ written notice 
to the industrial accident board. This 
rejection would not be effective for 
thirty days, nor would it affect prior 
accidents or accidents occurring within 
the thirty-day period. An award for 
compensation would be a lien on the 
property of the employer, the same as 
a lien for wages. 

In case an employe rejects the law 
and brings suit in court for damages 
for personal injuries, the bill says the 
employer could take advantage of the 
defenses of contributory negligence, as- 
sumption of risk and fellow-servant’s 
negligence. But if an employer rejects 
the law and decides to defend a damage 
case in the courts instead of having the 
claim adjusted under the compensation 
law, he would not be permitted to take 
advantage of either of these three de- 
fenses. Mr. Alexander said he be- 
lieved this provision would compel prac- 
tically every employer and employe to 
come in under the compensation law. 

Would Require Insurance 

Every employer would be required 
to insure his compensation risks. In 
case an employer failed to insure, he 
would be deprived of all of the legal 
defenses against a claim for damages, 
and the State authorities would impose 
on him a fine of 10 cents a day for 
each employe in his employ during 
all of the time that he remains un- 
insured. 

The insurance could be carried in 
any manner that the employer chose. 
He could insure his business in a stock 
insurance company or in a mutual com- 
pany. He could associate with other 
employers in the formation of a mutual 
association to carry the insurance or 
in case the employer is able to prove 
to the State insurance department that 
he is financially able to meet any and 
all possible compensation claims that 
might arise against him, he may carry 
his own insurance, thus saving the pre- 
mium. Every settlement of a claim for 
compensation shall go to the industrial 
accident board for ratification, and the 
board’s decision shall have the same 
effect as a judgment of a court. 

Requires Report of Accidents 

Employers would be required to re- 
port all accidents to the industrial acci- 
dent board, except where the disability 
isforone day. There would be no com- 
pensation for the first thirty days of dis- 
ability from an accident, but during 
the thirty days the employer would be 
required to furnish reasonable medical 
and hospital attention and social ser- 
vice. The employer would have the 
right to continue this attention for any 
longer period, if he chose to do so, on 
the theory that he might be able to 
restore the injured employe to health 
and fit him for work again. 





W. O. LENAHAN WITH STATE FUND 

William O. Lenahan, a street man 
for I. H. Klein Co., has gone with the 
State Fund. It is reported that the 
Fund is going to send men out to make 
a personal canvass for business. Most 
of the Fund’s soliciting heretofore has 
been by correspondence. 
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Hlinnis Surety Company 
HOME OFFICE, 134 S. La Salle Street, CHICAGO 
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The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Semi-Annual Statement, June 30, 1914 
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MANAGERS IN NEW JERSEY 





Georgia Casualty Company Appoints 
Ballard & Garrett, Inc., its Repre- 
sentatives for State 





As its representatives for the State 
of New Jersey the Georgia Casualty 
Company of Macon, has appointed Bal- 
lard & Garrett, Inc., of New York city, 
an agency that has made an enviable 
record for producing results. The 
Georgia Casualty in the five years of 
its existence has created a strong field 
organization, and is steadily adding 
thereto. Its management is at once 
safe and progressive, jealous of the 
rights of its policyholders and its agency 
corps, with the result that its popu- 
larity among both is very marked. The 
Company’s latest important field ap- 
pointment is a notably good one. 
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; Enlarge Your Dintniees 
: Next Year 


No doubt you would /ike to do it. 

You can—if you sell the Equity-Value Accident 

3 and Disability Policies issued by The Maryland. 
These policies frankly make their strongest appeal 

to the great middle class—many of them heretofore 

uninsured because they knew the old-style policies 

weren't intended for them and that they had to pay 


A great advantage of the Equity-Value Policies is 
that they can be written to fit the prospect. 
have to pay for benefits he doesn’t want and that he 


Briefly—they give more insurance to the average 
man— for less money—than any policies on the market. § 
And our national advertising campaign in thebest  § 
magazines helps you to sell them. 
Remember —the first man to sell this policy in your 
town will have all the advantage. Are you the one? 
Mention this paper when you write. 


VY 


He doesn’t 








Home 


Office 








THE COMPANY THAT HELPS 


ITS AGENTS 


































December 25, 1914. 








THE EASTERN UNDERWRITER 


19 














Amidst the cheer, happi- 


Period of ness and general good 
Accounting feeling of the Christmas 
Near season it is a lamentable 


fact, says the Co-ordi- 
nator, of the Massachusetts Bonding 
and Insurance Co., that no inconsider- 
able number of men will be weighed 
down with fear and worry on account 
of annual accountings looming near. 
The beginning of a new year invariably 
brings to light a heavy toll of shortages 
discovered at the usual examinations 
of accounts, and many a man whose 
irregularities have hitherto escaped de- 
tection will see his house crumble 
about him at last. Eventual discovery 
is certain, and each period of annual 
accounting exacts its toll of such dis- 
coveries. The most remarkable feature 
of the whole unfortunate situation is 
the length of time for which irregu- 
larities may be concealed—the number 
of accountings which defaulters can and 
do weather without detection. A case has 
just recently come to light where a 
bookkeeper in a Southern bank was 
found to have embezzled over $58,000, 
his first thefts beginning over twelve 
years ago, and this case is by no means 
in a class by itself. Such cases are 
not at all infrequent. 
Surety companies have thus to expect 
a busy period of claims under Fidelity 
Bonds at the outset of the approach- 
ing year. Much as the fact is to be 
deplored, the companies and their 
agents must use it to drive home the 
necessity for protection by using the 
discovery of shortages as object les- 


‘sons in the communities where they 


occur. Many banks and employers of 
all kinds, discovering losses next month 
for the first time, will be ready to 
adopt the use of Fidelity Bonds on the 
principle that it is better to lock the 
stable door after one horse has been 
stolen than not to lock it at all. And 
other employers, witnessing the mis- 
fortune of their neighbors, will wish 
to lock the door at once. 

We urge our agents to meet this 
situation effectively, and in their own 
as well as the Company’s and the pub- 
lic’s interests, to further strenuously 
the propaganda for a more general use 
of Fidelity Bonds. 
Within a few days 

Taking Account 1914 will have passed 

ofthe Year’s into history, and it 
Work is peculiarly appro- 
priate at this time 

that general and local agents, as well 
as company officials, review the work 
of the year; analyzing honestly and 
carefully the results attained; discover- 
ing wherein they have failed to attain 
that which they hoped to accomplish. 

“In many agencies,” says Agency 
Director Bunker, of the National Cas- 
ualty Company, of Detroit, “the results 
which have been accomplished have 
been very gratifying, and the record 
is one of which the field man, through 
whose efforts this success was made 
possible, may be justly proud. On the 
other hand, in some few agencies we 
find a record which is not as satisfactory, 
and, generally speaking, this can be 
traced directly back to the field man 
who has failed for some reason, known 
or unknown, to accomplish the desired 
results. 4 

“Success, as we measure it, is not 
based alone on business written or pre- 
mium receipts, but on the entire record 
of the agency. The writing of new 
business or the premium increase in 
an agency is of no value to the Com- 
pany unless by the careful selection 
of risks and the proper handling of 
claims a claim ratio may be maintained 
in the agency which will leave at least 
a reasonable margin of net profit to 
the Company. The ideal agency is one 
in which new business and collections 
are maintained at the highest possible 
point, and the claims are maintained 
on a reasonable basis with full justice 


























Special Talks With Local Agents _| 








to the policyholders. An agency that 
is weak on any of these items is not 
satisfactory, and every effort should 
be put forth by all concerned to remedy 
the particular weakness of the agency, 
so as to bring it as near the ideal as 
possible. 

“Each one of the field men should 
take his own agency and analyze his 
own record for the year, picking out 
the weak spots, and making plans 
which will avoid a repetition of that 
weakness during the new year which 
we will shortly have before us. If the 
weakness is lack of production of new 
business, plans should be promptly 
made for more active personal field 
work as well as the securing of an in- 
creased staff of sub-agents, through 
whose efforts additional new business 
can be obtained. If the weak point is 
in lapses, a more efficient system of 
collection should be devised; or if a 
class of ‘poor pay’ business is being 
written, this should be discontinued. 
If the weakness is found in the claim 
ratio, then the business should be care- 
fully analyzed to find out why the 
claim ratio is high, and very prompt 
steps taken to remedy this condition. 
This may be due to any one of several 
causes, which almost invariably can be 
located and remedied if honest, ener- 
getic effort is made to that end.” 
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The man who knows is 


Know the man who. grows. 
Your This statement, which is 
Business oft repeated in the books 
comprising our School of 

Instruction, applies to the insurance 


salesman most forcibly because of the 
wonderful length and breadth of the 
business in which he is engaged and 
the strenuous competition now exist- 
ing. At the present time there are over 
one hundred and fifty companies and 
associations engaged in the accident 
and health insurance business and 
every one of these companies has a 
large number of agents scouring the 
country for applications. There is 
hardly a town or hamlet in the whole 
United States which isn’t frequently 
visited by one or more insurance 
agents who are earnestly striving to 
get more business. They are hard 
working men and depend for their live- 
lihood upon the volume of business 
they procure. 

Success in this business is not so 
much a matter of natural talent as of 
knowledge and energy. We are living 
in an age of keen competition, and 
victory usually goes to the best man. 
“Pull” may help a man temporarily, 
but “push” alone insures his perman- 
ent success. The agent who knows the 
terms and conditions of his policy con- 
tracts, the talking points of his com- 
pany, the innumerable selling argu- 
ments to prove the need for his goods, 
and the best methods for inducing sig- 
natures on the old time-honored “dot- 
ted line’—and who applies this knowl- 
edge earnestly, intelligently and con- 
stanty in his daily work—is absolutely 
certain of success. Such a man has 
never been known to fail. 

A thorough knowledge of the busi- 
ness instills a confidence in the sales- 
man which makes his selling talk 
eloquent, impressive and persuasive. 
“At a salesmen’s convention,” says 
Hugh Chalmers, himself one of the 
most successful salesmen in America, 
“there was a man who had been ban- 
ner agent for three years in succes- 
sion. In awarding him the prize I 
asked him to tell the other agents why 
he had led all the rest. He could not 
have answered better had he talked a 
day, but he put it all in one short sen- 
tence, when he said: ‘I defy any one 
to ask any question about my business 
that I cannot answer.’ That was the 
great secret of his success.” 

The great trouble of to-day lies in 
the fact that a very large percentage 
of insurance agents are “bluffers”—pure 
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and simple. They profess great knowl- 
edge of their business, whereas, in fact, 
they know little or nothing about it. 
They make rash general statements 
about policy benefits, the need for in- 
surance protection, etc.; but when ac- 
tually driven to a corner and pinned 
down for exact facts, they are forced 
to run up the “white flag” and admit 
that their knowledge of the business 
is superficial and based on guesses, 
surmises, presumptions and personal 
opinions of unreliable value. They are 
imposters—and do the business a world 
of harm. 

On the other hand, everybody listens 


to the man who knows; everybody has 
confidence in him; everybody believes 
in him; everybody respects, admires 
and honors him. He knows how to 
talk and, better yet, he knows what 
he is talking about. He is the back- 
bone of every substantial and legiti- 
mate business enterprise. His employ- 
er regards him as an invaluable asset 
and is pleased to have such a gem 
in his organization. He is a leader 


among men and a power for good.— 
“Co-ordinator.” 
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OPPORTUNITY IN TEXAS 


A personal producer, having ability to 
handlemen who want to grow and posseses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 
pany, in Texas. 


If interested, andgcan deliver the goods, write 
“TEXAS” 
Care“of The Eastern Underwriter 
105 William Street, New York City, N. Y. 








PURELY MUTUAL THE 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C, MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 
Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 


sons applying) purchased additional insurance in 1913. 
Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Before Selecting Your Company 
Write to 
H. F. NORRIS] 
Superintendent of Agencies 


CHARTERED 1857 








Income Insurance 
Partnership Insurance 


Low Cost 
Service Policy 


























Prudential Sasualty Sa. 


INDIANAPOLIS 





Assets Over a Million 











LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN’S COMPENSATION - GENERAL LIABILITY - COMMER- 

CIAL AND INDUSTRIAL ACCIDENT AND HEALTH - - - BURGLARY 
PLATE GLASS 


Satisfactory Service to Policyholders and Agents 





Bankers Life Company 





Our new monthly income policy is 
the policy of the hour. A man 
can’t help being interested in it. 


It Provides Perfect Protection 


Our Agency Contracts Will Appeal 
to$You. Write the Home Office 


DES MOINES, IOWA 





PENSIONS FOR INDIVIDUALS 
PENSIONS FOR SUPERANNUATED [EMPLOYEES 
OF BUSINESS INSTITUTIONS 


PENSIONS INSTEAD OF LEGACIES UNDER WILLS 
AND TRUST AGREEMENTS|| 


We can use a few high grade salesmen in]this}fruitful, rapidlyggrowing}field 


The Pension Mutual Life Insurance | Company 


PITTSBURGH, PA. 























Reduces Rates, Protects Property 
and Saves Life 


The “Relc’’ Stationary Chemical Engine connected to inte- 
rior standpipe and hose systems, employing small piping, 
with the customary number of outlets on each floor of a 
building furnishes an effective defense against fires that can- 
not be extinguished with portable apparatus. 


It has been used successfully to supply Automatic Sprinkler 
Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 


The principle of the “RELC” Chemical Engine has been en- 
dorsed by the Underwriters’ Laboratories, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. Send for catalogue. 


Relc{ Extinguisher Corporation of Americe 
95, William St., NEW YORK Empire Building, ATLANTA, GA. 
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“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 

While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 


Life Assurance Society 
of the United States 
165 Broadway, New York 


W. A. DAY, President 


| 




















